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The First Overhead Fluorescent Lighting Unit 
\ 
JSLAND LI 5a TI 5 


New, but tested and proved! The Station Master makes sales z-0-0-om to fantastic new highs! 
Specifically designed to deliver high intensity of light at the selling zone, without creating a barrier 
of glare. Provides truly inviting lighting for the motorist, and reduces service-time per car. 
The Station Master is Leader's answer to the need for modern glare-free lighting and efficient island illumination. 


No station is too small—or too large—to be deprived of Station Master sales-stimulating illumination. 


AVAILABLE IN SIZES OF FOUR — EIGHT —OR SIXTEEN FEET 


c = 5 ¥ 





Wb Sold and installed by the better electrical dealers and contractors 
LL C/ A meicid 20k Nod Lighting Equipment Manufacluner 





LEADER ELECTRIC COMPANY * 3500 North Kedzie Avenue * Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario, Canada 





SUREST protection at LOWEST cost 
... and CONSERVES Arcaious ras and Coffer 


Your first investment in a metal-conserving “ECONOMY DE-LAY” Renew- 
able Fuse is reasonable—and you save a lot of money every 
time you have a “blow”. Because you simply remove the blown 
link and replace it with a new, inexpensive “ECONOMY DE-LAY” 
Renewal Link in the same cartridge. 


This restores the fuse to its original efficiency, at a cost of only 
a few cents for each “blow”. 


You can't buy any other type of fuse protection that “serves” 
you so well, and costs so little. 


Your Electrical Wholesaler has “economy ve-tay” Renewable Fuses 
and Renewal Links in stock. 


Ask for the economy Catalog and Price List. 


ECONOMY FUSE AND MFG. CO., 2717 oreenview ave, chicago 14, iLLINois servssgeanyssu 


ELECTRICAL WHOLESALERS—Don't “blow” your profits on fuse sales 
Moke sure now that you have an ample stock of all sizes to meet the 
demand for “ECONOMY DE-LAY” Renewable Fuses and Renewable Links 
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DESIGN LEADERSHIP 
In THESE FEATURES: 


A Quick-make, quick-break contact mechanism 
J/ Single ot double pole construction 

/ Double preak contacts of fine silver 

v Modern styling 


Jf Straight-through wiring with convenient 


terminals—generons wire space 


/ Dependable melting alloy type 
overload protection—trip-tree 


of Definite trip indication 


Jf Interchangeable overload relay units 


accessible from the front 
right: 
Class 2510 Ss / Open type starter can be used with 


Basic Starter Mechanism standard switch box and flushplate 


RATINGS 


Double pole 
1 HP., 115- 
230 volts 
Ac. or OC 


Single pole 
1 HP 115 
, 230 volts A.C 
and % HP. 
General purpose Water - tight and Water-tignht and dust-tight Explosion-resisting Flush mounting Basic starter 115-230 
enclosure — with of dust-tight with pilot tight enclosure. For hazaré- be used with yolts D.C 
without pilot light enciosure ows jocations — Class 1 stand and flush 
Group 0 and Ciass |! e — of wit only 
Groups E. F and G for machine tool cavity mounting 


Write for Bulletin 2510A. Address Square D Company, 4041 N. Richards St., Milwaukee 12, Wisconsin. 


o COMPANY CANADA LTD., TORONTO » SQUARE D de mEXICO, S-A mexico CITY, o.F 
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Prepare For Progress and Success Will Follow—Part II 


Is Aluminum The Answer? ... 
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COMING NEXT MONTH 


@ “Helping Contractors Work under Government 
Regulations”—the first in a series of round-table 
discussions that will present a roundup of views 
of wholesalers and members of other segments of 
the electrical industry on the basic problems you 
face today. These meetings of the minds—in print— 
will hash out your problems and attempt to provide 
the answers that will help you in selling and con- 
ducting your business. 

@ The third in a series of sales training articles 
How professional field salesmen handle major buyet 
resistances is the subject 

@ Selling fan and ventilating equipment to the 
‘52 markets. This section will include ELECTRICAL 
WHOLESALING's annual fan and ventilating equip 
ment specifications section. 


@ An article on the findings of a small business 
survey, plus stories on the Southeastern Electrical 
Wholesalers Association Meeting and the National 
Adequate Wiring Conference. 








plo: Here is a simplified, integral light and sound conditioning system with 
| / \k amazingly low initial cost, installation cost, and maintenance cost! 


a ee : ideal for schools, offices, auditoriums, stores and other commercial interiors. 
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be 
haehs or perme! 





Ves ecoustice! 
penels (beth sides perfe- 
rated) in rolled steel frames. 


laterconnecting lengths of 
Va-inch tubing. chan- 
nels end encloses wiring. 


Photograph shows the CUrtis Light 
ond Sound Conditioning System 
with portion ef the panels in- 
stolled. Hinsdale Township High 
School, Hinsdole, Hlinois. 








A comprehensive bulletin completely illustrated is 
now on the press. Send for your FREE copy. 


CURTIS LIGHTING, INC., 
Dept. B44-05, 6135 West 65th Street, 
Chicago 38, lilinois 


Nome 
Compony 
Address 


City 


CURTIS LIGHTING, INC. © Dept. B44-05 + 6135 West 65th Street * Chicago 38, Illinois 
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SECURITY 








FRICTION TAPE 














perfect picture of profit 


U.S. Security Rubber Tape 
is unbeatable for perfect 
splicing when used with 
U.S. Security Friction Tape. 


QUALITY PRODUCTS OF 


USS. Security sells quickly and easily, pulls in solid profits 
because it has stronger selling points. Security has a strong 
grip, has high-dielectric strength and will not ravel. Its high- 
tensile, straight-tearing fabric is free from dangerous pin- 
holes. Dealers and contractors everywhere prefer Security 
for electrical and general-purpose jobs. Have you enough 


Security in stock? 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT 


Febrvery, 1952—ELECTRICAL WHOLESALING 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 





about LOW COST 
TRENCHWIRE 


for underground use 


Now is the time to be thinking of spring business. 
Get all the information you can NOW on the ad- 
vantages of 


CRESCENT 
IMPERVEX 
TRENCHWIRE 


Approved by Underwriters Laboratories as Type USE Underground Service 
Entrance Cable. Conferms to N.E. Code. 


By all means, you should have complete information 
on this low-cost durable wire, of which tens of millions of feet have been 


installed over many years with an outstanding record of service. 


This Bulletin gives you readily understood, technical information 
on the selection of the proper size of conductor, method of installation, 


etc. Your files are not complete without it. 


CRESCENT _ 


WIRE & CABLE (® 


wt 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 
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is a set of chara 


cs that go well beyond 


e. For KILLARK, 
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VANDEVENTER AND EASTON: © ST LOUIS 13, M4 (320 888 
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MERCURY VAPOR LAMPS 











“BUILT TO CAPTURE THE MARKET!” That’s what they're 
saying about these new Amplex Mercury Vapor Lamps for in- 
dustrial and street lighting service . .. and you'll certainly agree! 


With Amplex Mercury Vapor Lamps you'll sell your custom- 
ers lamps which, compared with incandescents, provide nearly 
twice the light for the same wattage consumed . . . lamps that 
nearly double the illumination without boosting the lighting bill. 


Besides that, Amplex Mercury Vapor Lamps have several 
times the burning life of ordinary lamps. . . assure extraordinary 


lighting efficiency plus economies never obtainable before. 


Included in the Amplex Mercury Vapor line are lamps spe- 
cially designed for black light applications. But get the whole 
story on these “lamps of the future”. . . today! This new line 

Approx. Lumens 52,000 makes the Amplex franchise more valuable than ever. Write 
a Amplex Corporation, Dept. A-2, 111 Water Street, Brooklyn 1, 


6,000 hours 
New York. 


400 W 
AH-1 
Approx. Lumens 16,000 
Average life 
4,000 hours 


400 W 
EH-1 
Approx. Lumens 20,000 
——- life Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodlites, Industrial Infra-Red 
D jours Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lamps, Traffic Signal Lamps, 
Incandescent Lamps, Fivorescent Tubes, Display Accessories 


stein 


ELECTRICAL WHOLESALING—February, 1952 








Here’s a Switch 


that thrives on 


Ample wiring space at tor 
3 bottom and rear, plus a removable 


switch unit speed installatior 


Type A 
: @Type A Shutlbrak Switches 
ENCLOSED SWITCHES |] more cn el 
=a operation with a new shuttle 
mechanism and heavily si red 
copper contacts that 
@® Type A Shutibrak Switches are an answer to ; pressure and 


industry's need for a high quality, long lasting, > 


trouble-free heavy duty switch. ‘SE : ee ‘eS te 
Featuring quick make and break operation, these 

safe, dependable switches have inter-locking fuse 

doors which automatically lock when the current is 

“on” and permit access when the switch is “off” 

(An intermediate position of operating handle 


provides access only by authorized persons.) 


Underwriter Laboratories-approved, @ Type A 
Shutlbrak Switches are ideal for motor control, 
service entrance or for any job requiring a heavy 
operating switch. They can be effectively used also 


for panelboard and switchboard assemblies. 


Capacities are 30 to 1200 amps, 250 volts AC or 
DC and 575 volts AC in 2, 3 and 4 poles. For further KAMKLAMP FUSEHOLDERS hav: 


ar A ‘ pressure type contacts to reduce heating ar 
information contact your nearest @ representative the need for auxiliary sneans of obtaining 
. . t en fuse terminals and fuse Ider. Sol 
or write for bulletin 501. ween fuse terminals and fuseholder. S 


pressure connectors are another feature 


Frank e€dam Electric Co. —_ 


P.O. BOX ! Year 


é tp 
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E’S THE NAMEPLATE. . 





CATALOG NO —_—-— 
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[220 ) SEC. AM 
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Made by Transformer 


Specialists 


@ At Jefferson, the manufacturing of transformers 
has been carried on for over 35 years. They include 
types for use with all forms of modern lighting, 
—neon tubing, fluorescent and mercury vapor. 

This long experience plus engineering and re- 
search, modern manufacturing facilities and tech- 
nique produce Mercury Lamp Transformers wide- 
ly acknowledged for their high uniform quality. 
They are made to meet the requirements of lead- 
ing lamp manufacturers. 

You gain most from the mercury lamps you 
install by using Jefferson Transformers, liberally 
designed and made specifically for this service. 
Correct starting and operating characteristics are 
provided and the control of voltage and current re- 
quired for the best possible lamp life and brilliancy. 

When selecting transformers look for the Jeffer- 
son nameplate and trademark. 

Write for Bulletin 521-5 
JEFFERSON ELECTRIC COMPANY 
Bellwood, Illinois 


IN CANADA: Canadian Jefferson Electric Co., Litd., 
384 Pape Ave., Toronto, Ont 


JEFFERSON 


10 


To Look For On 
Mercury Lamp 
Transformers 


Jefferson Transformers 
have fittings at top and 
bottom for conduit and 
suspension mounting 


Two-lamp high power 
factor Transformers 
provide economy in 
first cost and installa 
tion. Two transformers 
in one 


Both single and two 
lamp Transformers are 
available, each with 
three primary taps to 
permit matching to line 
voltage for best possi 
ble lamp performance 


Complete line of out 
door transformers in 
deep-drawn one-piece 
weatherproof en 
closures. 


TRANSFORMERS 
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/- WIF FULL PAGE MAGAZINE ADS 
‘N TV COMMERCIALSI 





During Spring housecleaning time, most folks naturally 
stock up on lamp bulbs. This Spring, General Electric is 
using likable, well-known Li’l Abner and fellow Dogpatch- 
ers to sell them on G-E! 


The Li’l Abner ad at the left will appear in Life, March 
10 and Look, April 8. And the Li’] Abner promotion will 
be featured on General Electric’s Fred Waring TV show. 
Millions of homemakers, including plenty right in your 
own area, will be reminded to buy G-E lamps. 





... AN’ NATCHERLY LOTS OF 1 
EYE-CATCHING DISPLAYS F 


we 





There’ll be greater-than-ever sales appeal in 
General Electric lamp displays this Spring! Every 
streamer and counter card will feature the famous 
Dogpatch characters of cartoonist Al Capp. So... 
be sure your accounts take full advantage of Li’l 
Abner’s salesmanship. Urge them to use the G-E 
material they’ll get through the mail. And see that 
they have enough G-E lamp bulbs on hand to 
meet the big demand! Start taking orders now! 


GENERAL @@ ELECTRIC 
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ahs 
iv THOSE BIRDS in the bush 
are worth hunting too 


There are NEW prospects 
everywhere for T & B fittings 


That old saying about a “bird in the hand” is 
only half true today. With procurement sub- 
contracts spreading out all over, it’s smart to 
flush out the new birds in the bushes too. 
How? Well, keep an eye on the newspapers 
and Chamber of Commerce reports. Every 
day, you’ll see items like this. “Steel Drum 
Maker Gets Order for Aircraft Components” ; 
“Furniture Company Making Fire Control 
Equipment.” Back of every story like that, 
there’s a prospect for you! 


HELP THEM... SELL THEM 


YOU can give these new people the help they 
need—and sell them the supplies they want. 

'’ & B is backing you up by designing and 
pushing new fittings for new requirements. 
Like Self-Insulated Sta-Kon* Terminals— 
the best thing yet for preventing short cir- 
cuits in cramped quarters and severe service. 
New prospects and new fittings will add up to 
new sales! “patented 





REDDY’S out helping you “Bird-Dog” for Prospects 


with this powerful program on T & B Self-Insulated Sta-Kons 


THERE'S A 


HARD-HITTING ADS—Full pages intwo folders, data sheets to the people you want 
colors, appearing every month in the publi- to reach—opening the door for you when 
cations your customers and prospects are you call. , 4. ied). 144.449) 
reading. PUBLICITY — Lots of it, to supplement en 

DIRECT MAIL—Sales letters, product and strengthen the story the ads are telling. 


Of course, this whole campaign stresses the fact that Self-Insulated Sta-Kon Terminals—like all T & B fitting for every 





are supplied, under the T & B Piar 00 through the T & B distributor and we mean, 100 %e exclusively wiring job 
in the 
complete T & B 
Call your local T & B representative for full details on this T & B promotion. Ask him, too, line of fittings 
about the services of our Field Design Engineers on special requirements. for all 


THE THOMAS & BETTS CO. “tecewers:™ 


INCORPORATED a ORIGINATORS 
20 Butler Street Ai a OF SELF-INSULATED 
Elizabeth 1, New Jersey 3 SOLDERLESS 
TERMINALS IN 1935 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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JOB FINISHED?” 
Yow Sue? 


You can be sure that the job is finished for good 
if you use Triangle — the quality wire, cable 
and conduit. 


Today all electrical material must be right! 
Defense Plants particularly can't be allowed to 
slow down as a result of power failure. 


Do it right the first time! Make sure the job is 
finished for good. Specify Triangle’s Giazon 
Wire, Hot-Dipped Galvanized Conduit and other 
top quality Triangle products. 





























[ieisics 
= iw 





we eh et ee et fs el Sl 
= | | 
se ee ae ee | ae | 


it costs no more to do the job with electrical 
material that is right from start to finish. 
Throughout both of Triangle’s Plants you'll find 


this watchword: 
‘it Must Be Right’’ 


When you specify Triangle, you can be sure 
it is right! 
TO ELECTRICAL DISTRIBUTORS: 
é: This ad, with its message about you, 
is appearing in leading electrical 
magazines. 


THIS MAN SAVES YOU MONEY! 


He is your Triangle Distributor. He, and 
all electrical distributors, lower the cost 
of distribution of electrical equipment 
to you. 


In the long run, you'll save and get 
it faster, from a Triangle Distributor. 


THE TRADE-MARK O 


A 
TRIANGLERSe) DP LUa- me.) eon lo 


NEW BRUNSWICK, NEW JERSEY 


1T MUST BE RIGHT 
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. h as pro ved 


the PENN-TAP’S 


Unequalled Strength 


No other fitting of this type has matched the Penn-Tap 
in tensile strength, in numerous tests to destruction. The 
reason is obvious: 

The Penn-Tap is more sturdily constructed . . . exceptionally tough 
silicon bronze alloy and more of it (at no added cost). 

For taps, service entrance connections, dead ends . . . indoor or out. 
Quickly installed with ordinary wrench. 

ONE PIECE—no loose parts ... swivels on one locked bolt. Holds tight 
permanently. 7 sizes, for cables 10 Str. to 1,000 MCM. 


Only one other Split Bolt Connector can take 
as high clamping pressures as PENN-UNION 


Hundreds of competitive torque tests, of Penn-Union Split Bolt Connectors 
against other fittings of this type, have shown: 
The Penn-Union Connector is definitely stronger than all others except one, 
which closely follows Penn-Union design and is nearly equal. 
Excepting this one similar fitting, the Penn-Union Connector withstands 
clamping pressures 15% to 55% higher. 
MAKE THESE TESTS YOURSELF. We will gladly furnish sample Penn-Union \& 


Connectors for tests against any other make. Just fell us the sizes. 


Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORPORATION « ERIE, PA. 


y, Ltd., 250 Richmond Street, West, Toronto 





Canada: Dominion Cutout Comp 


PENN-UNION 
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YOU CAN DO A LOT Is it like pulling teeth to get your tape volume up? 
Stock and sell Gold Seal—the tape linemen and elec- 

SS na tricians go for because it goes further, gives them 

more tape value in every roll. There's no waste with 


WITH A LIT TLE Gold Seal. Production is laboratory-controlled to 
assure lasting “tack” in the friction compound .. . 


make tighter, longer-lasting joints. And that means 


profitable repeat business! In single rolls and 10-roll 
JENKINS containers. Jenkins Bros. (Rubber Div.), 100 Park 
Ave., New York 17. 


~ 
RAE Ne 

<> In either 10-rell cartons or single 
wa, 1) bh a 


Jenkins Bros. also make Diamond Seal rolls. Every roll P PP 
Friction and Rubber Tapes which meet Vem Adez 
th ASTM and Federal specifications. 
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SO "aerate are 


UY 


4 


Ze a it EVERYTHING THAT’S NEEDED IN_ SERVICE 
g STATION * AIRPORT . SPORTS « 
INDUSTRIAL e¢ MARINE e¢ STREET and 

OUTDOOR THEATRE LIGHTING. 


What do your customers want? You on the selling line no 
doubt will stress PERFORMANCE as the big factor. With 
- REVERE Lighting Equipment you have performance and 
value features you can point out instantly . . . innovations 
and refinements your customer can SEE. REVERE DESIGN 
speaks for itself. CRAFTSMANSHIP is apparent at a 
glance in the sturdy construction of every unit bearing 
the REVERE name plate. Yes, Mr. Wholesaler, the REVERE 
line was designed for customer-satisfaction and for your 
enjoyment in constantly increasing sales volume! 


WW WM 


\\ \ 


Lighters 
The REVERE Catalog wae to 5 Top 
Tells a Terrific Story 


—it’s a word and nicture ac- 
count of PROGRESS through 
development. It makes im- 
portant information quickly 
available. You will find new 
ways to modernize. You will 
get a liberal education in street 
lighting and a lot of new angles 
on Airport. Sports and Service 
Station Lighting. The catalog 
is a collation of engineering 
data and sound merchandising 
precepts and will prove a valu- Siovated 
able sales tool for your staff. Runway 
The latest edition .. . fresh off — 
the press is ready for you. 








— 
- 
—s 
— 
— 
— 
_ 
- 
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No.2311-A sf 
Pendant Bs 





be 
Luminaires [5 


f 
j 
i aad 
a 8 ft. and 
12 ft. Wi 
No. 6603 ee 
High, Medium 
and Low Bay 
Reflectors 


“4 No. 1802 
ea Street and 
’ Boulevard 
PYLON-LITES for Gas y WHITEWAY 
/ Stations, Outdoor Thea- pi r PYLON-LITES 
No. 4200 tres, Building Fronts, ‘ 
Long Range 4 Estate & Park Entrances, : i of 
Weather- proof Parking and Used Car - : Hi a 
750-1000- Lots, Airport Gate Fleeditaht 
1500-Watt, Markers, etc. “7 a 
Flood ole 











‘ 
No. 5701-A 
500 Watt Navy 
No. 396 Flood 
Code Flasher S-5452-L-ALT.5. 


Also Non-Magnetic Type 6011 BROADWAY CHICAGO 40, ILL. 
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A Tried-and-Proved 
BLACKBURN Connector 


for Every Use! 


ears of service in the field have definitely 

proved the dependability of BLACKBURN 
Connectors for aluminum and copper wires. 
Made of high-strength aluminum alloy, 
Alumilite treated for corrosion protection and 
non-freezing of threads — furnished with 
true bi-metal washers to separate dissimilar 
wires —these connectors are the answer to 
your aluminum connection problems. Write 
or phone for further information. 
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win extra sales 


And there’s extra value for your customers in Roebling for maintenance-free service. And this is typical of 

electric wires and cables. every Roebling item. Each is specially designed for 
Take Roebling Parkway Cable for example. On top efficiency and long-run economy. 

distribution and general power supply circuits it cuts Today a large share of Roebling’s wire and cable 

expense to a minimum. It is buried directly in a output is required in the defense program, but dis- 

shallow trench. It can be relied on, year after year, tributors can look to us for all possible cooperation. 











GOOD PRODUCTS. Using the most modern equipment, the 
Roebling Wire and Cable Laboratory is constantly developing 
and testing new methods of producing the finest of products. 











COMPLETE LINE. When you sell Roebling wires and cables 
you have a type that meets all of your customers’ transmission, 
distribution and service needs. 











COMPETITIVELY PRICED. Price schedules are maintained to 
keep you always in the running in competitive markets ... and 
assure you your honest profit. 








WELL ADVERTISED —WELL KNOWN. Every month of every 
year your prospects are told about Roebling wires and cables in 
full page color advertisements in a host of publications. 





ENGINEERING ASSISTANCE. Help a customer and you win a 
friend. Technical assistance by Roebling engineers is available 
to you and your customers whenever needed. 





JOHN A. Soeseaen’ “4 Sons COMPANY, TRENTON 2, NEW JERSEY * Aflonta, 934 Avon Ave * Boston, 5! Sleeper St & 5 Pittsburg St * Chicage, 

5525 W. 3253 Fredonia Ave * Cleveland, 701 St. Cloir Ave, N.E. * Denver, 480! Jockson St * Detroit, 915 Fisher 

Building * eon og “ne Navigation Bivd * Los Angeles, 216 S. Alomedo St & 120 So. Hewitt St * New York, 19 Rector St * Odessa, Texes, 

1920 E. 2nd St * Philadelphia, 230 Vine St * Son Francisco, 1740 17th St * Seattle, 900 Ist Ave, S. * $f. Lowls, 3001-3015 Delmer Bivd * 
Tulse, 32) N. Cheyenne St * Export Soles Office, Trenton, N. J 
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Made under the most exacting require 
ments in the industry, Paramount Friction 
tape can be tightly wrapped — yet can 
be torn readily os required. A margin of 
safety in this respect is added to every 
roll of Paramount Friction tape 


PARAMOUNT. FRICTION TAPE by Hoorts-Moron 


In order to assure maximum insulation and 
protection against moisture, friction tape 
should be as free as possible from pin 
holes. The materials and methods and new 
equipment used in making Paramount Fric- 
tion tape assure virtual non-existence of 
pinholes 





Automatically cut with smooth, neat edges 
on Cameron cutting machines. These ma 
chines wind it on the cores under tension. 
This is your insurance against ravelling 


Under controlled temperature and humid- 
ity, Paramount Friction tape is strictly 
tested for permanence of adhesion 





Taken from stock of regular intervols, 
sample rolls of Paramount Friction tape 
undergo accelerated aging tests in an 
electric oven at 212° F. for 16 hours. Thus 
you get o guorantee of maximum aging 
ability 


Every roll of Paramount Friction tape is 
sold with guaranteed minimum footage 
per roll plus gvoranteed weight. You 
are left in no doubt about whot you ore 
getting. And so you know you will cover 
the largest arec most efficiently at the 
lowest cost 








 GDual Guarantee 
* 4% on Weight 
ind Length 


To sum up, Paramount Friction tape, be- 
sides being made of finest materials, also 
undergoes rigorous pre-testing at the fac 
tory. Among the rigidly conducted tests 
are those for aging, adhesion and strength Ll 








Manufactured by 


Haartz- Mason, Inc. 


WATERTOWN 72, MASS. 
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CERTIFIED 
BALLASTS 








Conservation and efficient use of critical materials is now of vital 
importance to our national defense. 

This adds a new reason for insisting on CERTIFIED BALLASTS in 
all fluorescent fixtures. For CERTIFIED BALLASTS always assure 
highest fluorescent efficiency and economy of operation. 

CERTIFIED BALLASTS are tested by Electrical Testing Laboratories, 
Inc., which certifies they meet the precise specifications that assure 
efficient operation. 


You can tell a CERTIFIED BALLAST by the shield. 
Cc 1 inf ion on th s of CERTIFIED 
Y . Pa BALLASTS available from adh nantioloution manufacturer 


may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 


CERTIFIED Participation in the CERTIFIED BALLAST program is 
= f P open to any manufacturer who complies with the require- 
ments of CERTIFIED BALLAST MANUFACTURERS. 


| S wen BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 








2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Now, you can offer immediate delivery on 





a complete line of BullDog Panelboards 


Only 5 simplified, standardized devices now fill any 
order up to 42 circuits . . . give you first practical opportunity 
to sell panelboards from stock 


Now, for the first time, you can really get into 
the panelboard business. Easily! Sensibly! With- 
out costly inventory outlay, space-wasting 
items. 


For the new, simplified BullDog Pushmatic 
Electri-Center Panelboard line is streamlined, 
standardized. Only 5 basic devices satisfy all 
your customers’ panel needs up to 42 circuits. 
Eliminate hundreds of catalog numbers. Make 


ordering, stocking and selling panels easier. 


With them, you can keep inventories low, but 
balanced! You can give immediate, over-the- 
counter delivery on complete panelboards, 
whatever the requirement 


You'll cash in on that business you've been 
losing through special customer-to-factory or- 
dering... make new profits on an item that was 
once impractical to carry. Write, wire or phone 
BullDog for complete details on this great 
new opportunity in panelboard merchandising. 


TINTERIOR: Only 5 basic de- 
vices to stock. Handle any panel- 
board requirement up to 42 circuits. 
Packaged separately. 


4 PUSHMATICS: Famous, fully 
interchangeable circuit breakers 
You stock, sell up to 36 per panel- 
board. 10, 15, 20, 30 and 40 amps. 





2 BOXES: Now only 3 in all... 
26, 32 and 38 inches high; 20 
inches wide; 5% inches deep. 
Ample knockouts. 


oma 


5 FLEXIBLE: Pushmatics are 
sold according to panel needs 
Give full rating and circuit flexi- 
bility. Filler plates also available 





3 FRONTS: Either flush or sur- 
face type. Include door and trim. 
Packaged separately for easy stor- 
ing. Deliver over the counter. 


© COMPLETE panel delivers in 
minutes right from your shelves. 
Meets customers’ specifications 
exactly. New profits for you! 
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BULLDOG 
Pushmatic Electri-Center 
Panelboards 


© For plants, commercial buildings, insti- 
tutions 

© Underwriters’-approved up to 42 cir- 
cuits. 

@ Meets Federal specifications WP 131a 
Class A 

@ Push-button switching and automatic 
circuit protection. No reset position 

© individual Pushmatic units (Thermal 
Magnetic) rated 15, 20, 30, 40, and 
50 Amps.; quick-mounting, fully in- 
terchangeabie. 

© Code Gauge steel fronts, flush or sur- 
face type. 


© Code Gauge steel boxes with ample 
knockouts in removabie ends 


@ 4”-wide gutters for easy wiring. 


@ Provisions for Main Lugs at top or 
bottom 


© Flexible from every standpoint. 


JUST 5 DEVICES 


WRITE FOR DESCRIPTIVE BULLETIN 


MAKE UP 2 COMPLETE 
PANELBOARD LINES 


Single-Phase, 3-wire, Solid Neutral 
(P2B-304-28L) 28 circuits Max. Mains 200 amp. 
(P2B-304-40L) 40 circuits Max. Mains 200 amp. 


Stiidin bitliin, enetenns BULLDOG ELECTRIC PRODUCTS COMPANY 
(P3B-406-21L) 21 circuits Max. Mains 100 amp. DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
(P3B-406-30L) 30 circuits Max. Mains 100 amp IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
(P3B-406-42L) 42 circuits Max. Mains 200 amp. PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


1902-1952 . . . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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\SLECTRICAL DOUIPMENT 


NEW DEVELOPMENTS IN PRODUCTS PARTS MATERIALS 
to 


lectrane Ege 


oa 
—_—— 


ConTRacTors’ 
ca) 
‘Suecrricat LOUIPMENT 





1,395,162 times in 1952, 


Architects, Contractors, and 


Engineers will read about 


ELECTRUNITE E.MLT. 


- ~ 


&? 


Coated’ ELECTRUNITE E.M.T. 


... more proof that it pays to be an Electrunite Distributor! 


@ In 1952, we shall continue to advertise 
ELECTRUNITE E.M.T. and “Dekoron-Coated” ELEC- 
rRUNITE E.M.T. regularly in color in these maga- 
zines your customers and their customers read. 


In addition to this continuing advertising pro- 
gram on ELECTRUNITE E.M.T., you get these 
benefits by being an ELECTRUNITE distributor... 


EQUITABLE DISTRIBUTION .. . your share of all 
the ELECTRUNITE E.M.T. that we are allocated 
the steel to produce. 


DISTRIBUTED EXCLUSIVELY THROUGH DISTRIB- 
UTORS ... you're sure you're getting your 
full share of the sales and profits on all the 
ELECTRUNITE E.M.T. sold. 


CONTRACTORS PREFER ELECTRUNITE E.M.T. .. . 
year after year ELECTRUNITE E.M.T. gets “First 
Mention” by name over all other brands of E.M.T. 
in a national survey. 


EXCLUSIVE INSTALLATION FEATURES . . .“Inch- 
Marked”® for accurate cutting and bending... 
“Inside-Knurled” for trouble-free wire-pulling 
.. . both exclusive on ELECTRUNITE E.M.T. 


NEW, EXCLUSIVE “DEKORON-COATED” ELECTRU- 
NITE E.M.T. for your customers who have extra- 
severe corrosion problems, and where complete 
raceway protection is required. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
224 EAST 131st STREET © CLEVELAND 8, OHIO 


LIGHTWEIGHT THREADLESS RiGciob STEEL RACEWAY 
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cast bronze 
ground clamps 


All Weaver Ground Clamps are cast of Bronze! 





This is very important to your customers since 
Weaver Ground Clamps will not rust or corrode 
and they are equally adaptable for use on copper 
tubing or galvanized pipe. Their design makes for 
easy installation and their construction provides 
maximum strength without sacrificing current car 
rying capacity. 


Weaver Ground Clamps are furnished in three 
types, J, JA, and JP, for use in grounding with 
bore wire, metallic or non-metallic sheathed 
cable, or for use with rigid conduit. All types are 
furnished in sizes to accommodate pipe from '. 
to 4”. Conduit types will accommodate rigid con 





duit from 2” to 1”. 


Weaver Ground Clamps are lower in cost! 
They provide your customers with clamps that 
are in the low price range but are of highest qual 
ity—and they provide the wholesaler a good 
profit margin 


All Weaver Ground Clamps are listed under the Reex- 
amination Service of Underwriter’s Laboratories, Inc 


FOR ALL YOUR GROUND CLAMP NEEDS SPECIFY WEAVER 
CAST BRONZE GROUND CLAMPS! 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES 
VISIT US WHEN YOU ARE IN ST. LOUIS 


TELEPHONE CEntral 0881 
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HUNDREDS OF WHOLE 


MILLIONS OF 


ITS THE SAME with wholesalers everywhere their 
Stab-lok sales are terrific . . . they've sold Stab-loks by the 
millions! More wholesalers are adopting the line all the 
time. It’s the most popular development in recent electrical 
history and new sales records are being set every month. 

Federal Noark Stab-lok enables you to sell the lowest- 
priced circuit breaker of absolutely proved dependability 
It brings the safest, most convenient overload protection at 
lowest cost. It’s easy to install. You can almost always count 
on quicker deliveries than of other breakers 

Cash in. . . find out now about the possibility of Federal 


Noark representation In your territory! 


STAB-LOKS pass the same exacting Underwriters’ Labora- 
tories electrical tests as the highest priced A.C. circuit 
breakers. And now mechanical comparisons of the five 
most popular breakers give still further proof that Stab-lok 
gives you most for your money. 


@ Stab-lok is a BIG, FULL-SIZE BREAKER! 
@ Stab-lok has FEWER and MORE RUGGED parts! 
@ Stab-lok uses metal where it counts — CARRYING CURRENT! 


. ». @ whole combination of features that makes Federal Noark 
Stab-lok the best circuit breaker at any price. 


INDEPENDENT LABORATORY TESTS OF FIVE POPULAR CIRCUIT BREAKERS SHOW: 
———e ee T 7 . T mies ] 
% Total % Total % Total Weight | 


| Total No. of Weight of Weight of of Current 
Brand No. of Fibre Case and Metal Carrying 
} Parts Parts Handle Parts Assemblies 
STAB-LOK 22 1 100.0 100.0 100.0 
Cc 31 § ; 76.8 i 53.8 
24 . 80.4 ; 48.7 
28 \ 56.0 f 48.7 


31 : 76.8 c 53.8 
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ALERS HAVE SOLD 


Stab-loks 


REGISTRATION APPLIED FOR 


gS indicates Stab-lok wholesalers 


§ indicates city with 5 or more wholesalers 


FEDERAL ELECTRIC PRODUCTS COMPANY 
50 PARIS STREET, NEWARK 5, NEW JERSEY 


FEDERAL NOARK (# 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct ® Sales offices in principal cities. 
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Coefficients of Utilization 
Coefficients of Utilization 


Coefficients of Utilization for 
Cat. No. 2/40 School Lite Two 40-Watt Fluorescent Luminaire 
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..- RIGHT CONTACT for 
WIRING DEVICE SALES 


buy them for QUALITY... sell them for PROFIT 


PRECISION ENGINEERED? Yes, sir; the right con- 
nection every time! 

DURABLE? You bet! Finest materials, quality 
controlled. Backed by years of dependable 
service. 

SALEABLE? 52 weeks a year! A diversified line, 
for a wide range of electrical uses, with a name 
your customers know. Thru Wholesalers 





Write for catalog sheets — TODAY! 


CAPS 
CONNECTORS 
SWITCHES 
RECEPTACLES 


FUSE REDUCERS 





Metal-shell SOCKETS 


ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET, R. I. 


* DECORATIVE CHRISTMAS LIGHTING 


WIRE © CORD SETS © FUSES © WIRING DEVICES 
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A More Economical Connector... A More Efficient 








a= 
uy 
; Here is a 2", %4" or 1” thin- 

wall connector that costs less, 

installs faster, provides extra 

wiring room. Eliminates 

locknuts. Knurled chamfer 

bites the rim of the knockout 

to prevent slippage and pro- TWIST— 
@ATERT AprLice FoR vide perfect grounding. Write IT'S ON! 

for Price Sheet TNI-351. 


PATENT APPLIED FOR 


TIGHTENS WITH 
SINGLE WRENCH 


New "V-51” Series. Never before a 
vaportight lighting fixture so safe, so 
efficient, so easy to maintain! Exclu- 
sive Unit Assembly makes receptacle, 
globe and guard instantly detachable | 
for re-lamping, without tools! Converts | 
for higher or lower wattage lamps 
just as easily. Reflector has exclusive 
neoprene rubber ring mount. Write 
for Bulletin 5-A. 


@eeeeeeeeeeveaeeee @erereeeeeeeoneeeeeete 


A Much Safer Fixture 


Hanger Cover... 





A Simpler, Stronger 
Entrance Fitting... 


Positive protection against fall- 
ing! Safety clips automatically 
position directly above outlet box 
ears. Permanently joined to the | 
cover, clips will support weight 
of fixture even if outlet box screws 
rust through or vibrate out! An 
exclusive Appleton safety feature. 
Write for Price Sheet TNI-551, 


Appleton OF-1 and OF-2 
Service Entrance Fittings 
combine convenience, econ- 
omy and greater weather 
protection. Single-piece 
bodies eliminate need for 
separate cover on entrance 
head. No covers to become 
lost before installation, 
loosen or dislodge after job SWIVELS 30° FROM PLUMB PATENT APPLIED FOR 
is done. Write for Price Sheet 

TNI-451. 


OUTLET BOX 
<< EAR 


PATENT APPLIED FOR 


eaereeeeeeeeerseeereee ea eeees 
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et APPLETON ELECTRIC COMPANY 


: 1734 Wellington Avenue ¢ Chicago 13, Illinois a L E T 7 ' Cc 
Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 


100 N. Sante Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth St., S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St 


BOSTON, 10 High Street © DENVER, 1921 Bicke Street © PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Greedway © * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No.9 
Resident Rep : Bingh , Dallas, ind lis, Kansas City, Orlando, ood > Ce | D U i ¥ 
verge New Orleons, Seattle, Portland, Ore 
Expert Repr Ld ional Standard Electric Corp., 67 Broad St., New York 4, N. Y, 

















Washington 
STRAWS. 


COPPER SLUMP © Behind the NPA cut in materials for construction was a disappointing 
turn in copper supplies. Output of refineries was down to 116,000 tons for use in this 
country in January. February output was expected to fall to 107,000 tons or less. 
Metals allocaters for NPA had figured on 125,000 tons. 

U. S. mine production is holding its own and there will be some increase during the 
year. The big disappointment has been imports. The international materials conference 
agreed the U.S. should have an increase over 1951, but the metal has not been arriving 
The deal with Canada will help. Producers agreed to increase shipments 15,800 tons 
over 1951. That's one percent increase in total supply—not enough to wipe out the 
falling off of imports from other countries. 


CONSTRUCTION STANDSTILL * The slash in materials for building hit the electrical 
equipment industry, too. Officials agree cuts for the second quarter will mean practically 


no industrial or commercial jobs will be started. They plan only on supplying jobs 
already under way. Officials are still arguing over what cuts will mean to residential starts. 

Official reasons for the slash didn’t mention the copper supply slump. They stressed 
mounting military demand and failure of the attrition theory to work. Under this theory, 
allocations of copper ran twelve percent greater than the actual supply. Planners thought 
the same thing would happen that happened in World War Il—enough industries 
would fail to cash their allotments to bring allotments and supply into balance. But 
everybody with a copper allotment has stayed in line, insisting on full delivery. NPA 
officials finally admitted what the electrical equipment makers already knew—there 
isn’t enough copper to fill all the authorized orders that users were trying to cash. This 
is true for some forms of steel and for aluminum, too. 

Second quarter allotments still contain something for attrition—but scaled down 
to five percent. This means a reduction in the amount of controlled materials allotted 
But this part is a paper cut only. It doesn’t affect the actual amount of scarce materials 
one way or ; 

The real reason for the slash in supplies to the construction industry was due to 
falling imports, in the case of copper, and to rising military demand in the case of all 
the controlled materials. 


NEW RULES © Along with materials cuts, NPA prepared a new construction regulation 
to take the place of the old CMP Reg. 6, Direction 1 to Reg. 6, and order M-4A. The 
goal of the order-writers was to pull all the rules together in simpler language. Biggest 
change was that the new Reg. 6 will not apply to houses. A separate order was being 
processed by the Housing and Home Finance Agency. 

NPA held up final issuance of new Reg. 6 to give construction people a chance w 
comment. As circulated for study, it would permit the use of foreign and salvage 
(used) steel on projects rated essential, where their use would not require additional 
quantities of other scarce materials. If this sticks in the final draft, it may get some 
projects started that are held up now for lack of steel. 

Several new restrictions are proposed. The new Reg. 6 would end the right to use 




















a DO rating to replace inventory consumed in a construction job. It also would halt 
the transfer of allotments of materials by builders. 


DOLLAR LIMIT © The new regulation proposed a dollar limit on the use of DO orders 
for self authorized projects. On industrial jobs, the limit would be $100,000 for building 
materials and equipment, and $200,000 for production equipment and machinery. Limits 
on materials used would be the same as in the old Reg. 6—25 tons of steel, 2,000 Ibs. 
of copper and 1,000 lbs. of aluminum for a single project, per quarter. 

The dollar limit on self-authorized orders for commercial jobs would be $15,000 
worth of building material and equipment. Limits by weight would be two tons of 
steel and 200 Ibs. of copper. The copper allotment would go for electrical equipment, 
as the proposed regulation prohibits its use for copper pipe or tubing. 

Details in the regulation may be changed. But officials say they will stand firm on 
the main points. 


HOME-BUILDING PUZZLE ¢ The outlook for houses isn’t so clear—except that a sharp 
cut in materials has been ordered for the second quarter. Allocations to the Housing 
and Home Finance Agency would hold starts down to an annual rate of 660,000. But the 
planners want 800,000 starts in 1952. So HHFA has proposed new rules that will 
stretch available material over more houses. 

Biggest problem is the amount of self-certifying HHFA will allow. Cuts are ex- 
pected, but how much is the question. There is almost certain to be a maximum set on 
sizes and weights of both pipe and wiring. A floor-area limit is also planned. 

Copper is the key to residential building, as for the whole construction industry 
Home-builders have been allowed to issue their own rated orders for 160 lbs. of 
copper for a single-family unit using copper water pipe, and for 35 lbs. for one with 
steel pipe. Lower limits are set in the proposed change. The new maximums would be 
130 Ibs. and 30 Ibs. respectively. 


CUTTING THE COPPER PIE ® The electrical equipment industry got twelve percent of 
the total copper supply in second quarter allotments. Here’s how the industry did 
compared to other key users: defense department, twenty four percent; transportation, 
fourteen percent; general industrial components such as valves and bearings, fourteen 
percent; construction, four and a half percent. The remainder was spread over other 
types of industry. 


MORE SWITCHGEAR @ Materials for an expansion of switchgear output in the second 
quarter will be granted by the mobilizers. Reason: allotments haven't been big enough 
to keep pace with expansion of electric power output. 

Power officials estimate a 68 percent expansion in 1952; 42 percent in 1953 and an 
additional 18 percent in 1954. An equivalent expansion of electrical equipment will be 
needed, NPA’s electrical equipment division pointed out to top mobilizers. 

A standardization order for power switchgear and circuit breakers is under considera- 
tion. The industry has made a particular request—if such an order is issued, be sure that 
government procurement officers comply. 


SUBSTITUTION PRESSURE ® NPA is keeping up the pressure on electrical equipment 
makers to use aluminum in place of copper, despite protest of copper producers. Latest 
lure is a promise of a 5-million lb. increase in aluminum allotments to the electrical 
equipment division of NPA in the first quarter of 1953. NPA urged manufacturers to 
get to use the additional aluminum when it is made available. 

Trouble is, a government promise of this kind doesn’t mean anything. Maybe the 
5-million Ib. increase will be there next year—maybe not. Drought, expansion delays, 
a switch in military policy, a threat by Stalin—a lot of things can happen to change 
the aluminum outlook. The substitution trend continues, but it’s a tough decision for 


manufacturers. 


( Washington, D.C.—February 4, 1952) 
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ONE SPARK 


1. PS 
APPLETON EXPLOSION-PROOF EQUIPMENT 


ton Pook ond Bt When released in a flammable atmosphere, the 

ceptacle with inter. tiniest electrical spark can reduce the greatest in- 

locking safety switch. ° ° e . 
dustrial plant to worthless ruin. To guard against 
this sudden disaster, Appleton explosion-proof 
conduit fittings and fixtures are expertly designed 
to completely seal off dangerous arcs that lurk in 
the wiring systems of chemical plants, oil refin- 
eries, hospital surgeries—wherever explosive or 
flammable vapors, dusts or gases are present. 


cune tite Gildtiniien teed on Appleton Explosion-Proof equipment is easy 


wi atomman ane Unter b's come. to install and service. And among the hundreds of 


me ane gaan or fittings and fixtures in the complete Appleton line 
Patent Applied for. unit. Completely ° . ° : . 
onptecion-proet is an explosion-proof fitting exactly suited to 

—- your needs. 

S00 358 No matter what your lighting or wiring 1e- 
quirements—explosion-proof or otherwise, spec- 
ify Appleton, supplier to American builders for 
nearly half a century. 


Safety and service features ~ 

of the Appleton Type EFU Ex- 
plosion-Proof Fivorescent Lighting Fix- 
tures moke them foremost in design 
of fluorescent lighting for hazardous 
locations. 

Pat. No. 2,392,202 


eS Sold Through Electrical Wholesalers A o So L * T Ce | NE 


a APPLETON ELECTRIC COMPANY 


RODUs 1734 Wellingtcn Avenue ¢ Chicago 13, Illinois 
Branch Offices: NEW YORK, 50 Church St. * DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. * ST. LOUIS, 227 Frisco Bldg. * LOS ANGELES, 


100 N. Sento Fe Ave. © ATLANTA, 724 Boulevard, N.E. * BIRMINGHAM, 429 Brown-Morx Bidg. 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. 


BOSTON, 10 High Street * DENVER, 1921 Bicke Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Melecon No. 9. 
Resident Repr tives: Bingh Dollas, indi lis, Kansas City, Oriendo, 


Milwaukee, New Orieans, Seattie, Portiend, Ore. 
Export Rep in tional Standard Electric Corp. 67 Broad St, New York 4, N. Y. 











A Statement by 
Anaconda on the 


Copper Situation 


: any users of copper have vital decisions 
M to make... usually in connection with 
the present defense-induced shortages of cop- 
per and aluminum. This statement is an effort 
to remove the smoke screen surrounding the 
copper picture... to wipe away the confusion 
caused by too much talk supported by too few 


facts. 


Substitution poses problems — Industry has 
been urged to substitute aluminum and other 
materials for copper. In some instances this 
may be logical and practicable. In many others 
it is difficult, if not impossible. But before 
making any long-term decisions that may cost 
a great deal of mone y in engineering, new pl unt 
facilities or re scheduling of production opera- 
tions — one should know the facts about the 


future of copper. 


New Anaconda projects — The first major in- 
crease in copper production will come from 
Anaconda when the Greater Butte Project and 
Sulphide 


begin operations this spring. By 1953, 


the new Plant at Chuquicamata, 
Chile 
these two projects should raise present levels of 
copper production by about 95,000 tons yearly. 


Toward the close of 1953, Anaconda’s new 


AN AC O N pA The American Brass Company 


Anaconda Wire & Cable Company 


COPPER MINING COMPANY 


International Smelting and Refining Company 


Yerington project in Nevada is expected to 
start producing at an annual rate of 30,000 tons. 
By then, Anaconda will be adding to the pres- 
ent yearly copper supply at the rate of about 
125,000 tons. 


Other new projects — During 1954-55 still 
other new projects in the U. S. and friendly 
foreign countries will further augment the 
increasing copper supply. All told, 
mated that by 1955, not less than 450,000 tons 
of copper could be produced annually — over 


is esti- 


and above present production levels. 

Accordingly, in 1955-56, domestic produc- 
tion plus imports could bring the 
supply to 1,800,000 tons vearly. 


represent an increase of about 20% over present 


U. S. copper 


This would 


levels. Based on historical comparisons, and 
barring a large-scale shooting war, this amount 
of copper could support a Federal Reserve 
Board Index of Industrial Production of 270. 
an increase of 24% over the present, and 45% 
above the first half of 1950. 
eee 
These are the ‘things to come’ in copper. On 
the basis of the facts there is no necessity for 
considering long-range substitution of other 
materials for the red metal. senite 


Andes Copper Mining Company 
Chile Copper Company 
Greene Cananea Copper Company 


PRODUCERS OF: Copper, Zinc, Lead, Silver, Gold, Cadmium, Vanadium, Superphosphate, Manganese Ore, Ferromanganese. 


MANUFACTURERS OF: Electrical Wires and Cables, Copper, Brass, Bronze and other Copper Alloys in such forms as Sheet, 
Plate, Tube, Pipe, Rod, Wire, Forgings, Stampings, Extrusions, Flexible Metal Hose and Tubing. 
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TIMES an 


Rural Selling Can‘t Wait 


Every year, alert, aggressive firms throughout America 
spend many thousands of dollars to discover and chart 
new territories and new markets for the products they 
produce or sell. If additional buyers and uses for the 
products can be found, the potential growth of the com 
pany is increased. Thousands of firms comprising the 
electrical industry have grown and prospered because 
they recognized the foregoing fundamental principle 

Yet, the electrical industry's greatest opportunities in 
a new market are being neglected 

We have discussed the rural market with a great many 
distributors and we are well aware that in many instances 
expanding coverage to outlets widely scattered and located 
many miles from the warehouses would not be economi- 
cally practicable. 

On the other hand we recall a conversation held with a 
distributor located in a medium-size city who was deplor- 
ing the traffic conditions in the urban area served by 
his firm. “Getting one of our trucks across town to de- 
liver materials has grown to be a major cost and service 
factor for our company,” he said. “Ir now takes a truck 
just twice as long to make its way across town as a few 
years ago.” 

Noting a county map on the wall in his office, we asked 
him if he had ever tried developing new business in the 
rural areas outside of the city limits. “Well, we sell them 
some material occasionally but we've never attempted 
to develop that area. They're just a little too far out to 
warrant the time and cost of serving them,” he said. 

“Now, wait a minute,” we replied, “just for the heck of 
it, let's figure out something.” We computed the time 
and expense of sending a truck across town in the city 
Next, we looked up the orders received from the outlying 
areas on the few occasions when business had come in 
from there. We discovered that a truck could be sent 
out to the rural area for about the same cost as across th¢ 
city—and we noted that the sales potential was enough 
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4 TRENDS 


higher in the farm areas to repay handsomely both th 


salesman and the firm 

The American farmer is going to get electrical equip 
ment. At the present rate of growth of population and 
per capita consumption, this nation will soon require 
about a third more farm products to meet its own needs 
The problem of increased productivity must be solved by 
providing more and better equipment for the farmers. It 
the electrical wholesale distributor refuses to meet the 
demand, this great new market will be developed and sup 
plied by the farm implement wholesalers and dealers 

Bur, if the job is to be done best, the electrical team 
utility, manufacturer, wholesaler, contractor, dealer 
should handle it. Long years of experience have taught 
the electrical industry that teamwork is essential in order 
to gain for the consumers a realization of the full benefits 
offered by electricity. This is the team that has brought 
forth the lessons of an adequate wiring program. This is 
the team that discovered the advantages in better lighting 
The rural market requires the experienced hand of the 
industry equipped to meet its needs and correlate them to 
an over-all program 

A few years ago, Frank Watts, executive assistant, Farm 
Journal, offered the following advice in selling production 
equipment to the farm market 

“What are the influences which dictate the farmer's 
expenditures? It must be remembered that the farm family 
is ever desirous of making a better living. Their decision 
on what they shall purchase is dominated by this motive 
They sit as a board of directors around a table three times 
a day, discuss their problems and decide how they can 
best spend their money to make the farm a greater paying 
investment. In so doing, they classify expenditures broadly 
as an “expense” or an “investment”. They are far easier 
to sell on a productive investment than an expense for 
something they can get along without. This is the solid 
foundation for advocating a sales approach on productive 
equipment first and comfort or convenience equipment 
second. Profit from the farmer will provide the money for 
the latter.’ 


Bao Meegen 


EDITOR 
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Consider the years ahead! 


For 
PROTECTIVE and 


PRODUCTIVE lighting 


Oey 
LE-NATIONAL 


ENCLOSED 
FLOODLIGHTS 


Oil Refinery, Oklahoma, 1925 


Don’t economize on the initial cost when plan- The earliest Pyle-National floodlighting instal- 
ning a floodlight installation. It is the elimination ations are still operating in excellent condition, 
of large maintenance, repair and replacement With over a quarter of a century of efficient, 
expense that counts. economical service to their credit! Convincing 

Sealed against moisture and dirt, constructed proof of the value of quality, enclosed floodlights. 


throughout of rugged, corrosion-proof materials, 
Pyle-National floodlights retain their original Write for catalog 2100, which gives a complete descrip- 


: a tion of our extensive line of heavy duty floodlights. 
high-efficiency output throughout an exception- Y 
1g : Y P g ws be The services of our experienced floodlighting specia!- 


ally long service life, with negligible mainte- Sein aah Gitaiialiie ot old Gmee te eietas anil Ginict in 
nance and replacement expense. installation problems. 














THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 81, ILLINOIS 
District Offices and Representatives in Principal Cities of the United States 
Export Department: International Railways Supply Co., 30 Church St., New York. 
Canadian Agent: The Holden Co., Lid., 
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The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors located throughout the U. S. who 
furnish reports regularly. The figures are compiled for ELEc- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S 
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Electrical Wholesale 


Distribution 
For the Month of November 1951 


November sales of electrical goods wholesalers 
all classes of houses combined, showed little or no change 


from the level of the previous month, but indicated an 


increase of 6 per cent over November 1950 sales 

By classes of houses, full-line wholesalers showed a | per 
cent gain over October, while appliances and specialties 
wholesalers and wiring supplies and construction materials 
distributors reported declines of 3 and 11 per cent, re 


spectively 


Compared with November 1950 sales, two classes ind 
full-line 


supplies and construction materials distributors, 6 | 
} 


C ited 


gains wholesalers, 11 per cent 
Appliances and specialties wholesalers showed ar 
cent decrease 


Total 


ers were 


all electrical goods wholesal 


million, $15 


November sales of 


estimated at $486 million below 


October and $5 million under November a year ago 


Business Index: November 1951 

At the end of November, inventories 
(valued at cost) of electrical goods wholesalers, all classes 
of houses combined, dropped 7 per cent below the October 
31 level, but were 51 per cent higher than the dollar 
November 30, 1950 
A comparison with October shows inventory 
full-line 


value of stocks on hand 


all classes wholesalers, 8 per cent; w 


plies and construction materials distributors 
ippliances and specialties wholesalers, 4 per cent 
Compared with November 1950, all classes reporte 
ventory increases: full-line wholesalers, 62 per cent; w 
supplies and construction materials distributors 
appliances and specialties wholesalers, 8 per 

st cks on har 8 | 
approximately 54 days’ business, 6 di 
the October 31 level, but 16 days 


for November a year ago 


At the current rate of sales 


Business Index: November 


The 


reports from a much 


Department of Commerce national 
follow include the 
regularly reporting group, 


always check exactly with the index 


which 
and the percentages arrived 


position 





Electrical 


REGIONAL ANALYSIS 


N YVEMBER sales by regions (with all classes of houses 
combined) indicate the following breakdown when 
compared to the levels of the previous month: down in 
five areas, up in three and unchanged in one. New England 
heads the list with a 7 per cent gain while the East South 
Central area is at the bottom with a 9 per cent decline 

Compared with November 1950 levels, sales were up in 
eight regions and down in only one. They ranged from a 
16 per cent increase for the West South Central division 


to a 7 per cent drop for the West North Central area 


Cumulative sales for all regions in the first 11 months 
of 1951 indicated an 8 per cent gain over the correspond 
ing period of 1950. Only the East South Central region 


for this period 


reported a decline (4 per cent 

All regions reported inventory decreases under October 
levels. The East South Central area led with a 10 per cent 
drop while the South Atlantic division indicated the small 
est decline, 4 per cent 

A comparison with 1950 inventory levels shows marked 
gains for all regions, but continues to indicate a trend to 
ward closing the gap. The New England and Middle At 
lantic areas top the list with 68 per cent gains each. The 
division is lowest 


East South Central with a 33 per cent 


increase 


STATES COMPRISING REGIONS 
States Comprising Geographic Regions: New England (1 Me., 
Vt., N. H., Mass., R. I, Conn.; Middle Atlantic i = 
N. J., Pa.; East North Central (3 Ohio, Ind., Ill., Mich., Wis 
West North Central i Minn., lowa, Mo., N.D., S.D., Neb., 


40 


Wholesale Distribution 


NOVEMBER 1951 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 





INVENTORIES 
November 1951 
Trading Compared in % with 


Region Oct. Nov. 
(See Map) 1951 1950 


SALES 
November 195] 
Compared in % with 
Oct. Nov. 
1951 1950 

2 
.. 7 
113 
; 
2 
+ § 
L16 
1 4 
1-13 


AlPADOWVION—s~ 
WONAUSPWN— 
covVvlga © & WO OO ~1 Co 











Kan.; South Atlantic (5)—Del., Md., D. C., Va., W. Va., N. C., 
S. C., Ga., Fla.; East South Central (6)—Ky., Tenn., Ala., Miss 
West South Central (7 Ark., La., Okla., Tex.; Mountain (8)— 
Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific (9)- 
Wash., Ore., Calif 
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\ Don't let a7“ === 
~blinking lamp SS 





spall this mene 
—% 


Make sure the fixtures you sell 
use G-E Watch Dog Starters 


Your customers will appreciate your telling them this: 

Worn-out lamps don’t blink in fixtures equipped with General 
Electric Watch Dog starters. They’re cut out of the circuit — to be 
replaced after business hours. 

No more frayed nerves from blinking lamps. No more emergency 
calls for a maintenance man. And starters last longer. 

So .. . stock fixtures that display the Watch Dog tag or sticker. 
You'll like the results. You'll like the way people accept this G-E 
label as a sign of the best. 

Section Q1-226, Construction Materials Division, General Electric 


Company, Bridgeport 2, Connecticut. 


* Registered Trade-mark of General Electrn Company 


Y a 
Gou COR pul , es confidence nm — 
GENERAL @@ ELECTRIC 


February, 1952—ELECTRICAL WHOLESALING 


Watch Dog Starter tags and labels are 
black, red, and yellow—easy to see, easy 
to show. Any fixture displaying one has a 
distinct sales advantage 





Slash your safety switch inventories with 
new, simplified BullDog Vacu-Break line 





Only 37 Type A switches now fill any A, C or D order at 
Type C prices .. . eliminate hundreds of catalog numbers 


Here’s great news: a practical, profitable way for you 
to cut down top-heavy safety switch inventories, and 
get other fine benefits in the bargain. 

Stock and sell the new, simplified line of BullDog 
Vacu-Break Master Safety Switches! 

It’s a complete line of highest-quality Type A safety 
switches. Now, only 37 catalog numbers replace hun- 
dreds, fill every Type A, C and D switch requirement 
at C prices (prices that BullDog can offer only 
because we concentrate production on this one 
Master Line) 

In these new switches you'll discover, too, handling 
ease never before possible in safety switch merchan- 
dising. There’s no duplication of items. No endless 
list of complex catalog numbers to bother with. No 
slow-moving, space-eating items to tie up capital. 

You'll be able to cut your switch inventories to the 
bone—yet keep them well balanced and ready to fill 
any A, C or D order in minutes. With the BullDog 
Master Line you'll save time, money and effort when- 
ever you order, stock and sell safety switches. 

Sales will move up, too. Type A switches at C prices 
are mighty attractive to customers. And they like 
being able to get them in quick order right from 
your shelves. 

Why not find out all about the BullDog Master 
Line? See why wholesalers from coast to coast call 
it the greatest single step ever made to straighten 
out switch merchandising. Write BullDog, Dept. 453-B, 
for descriptive bulletin. 








EXCLUSIVE CLAMPMATIC 
CONTACTS! Clampmatic is 
a method for obtaining extra 
and enduring contact be- 
tween switch jaws and 
blades. In ordinary switches, 
jaws exert about 10 Ibs. pres- 
sure on blade. In Vacu-Break 
Switches, the Clampmatic 
spring augments this with 20 
Ibs. on both line and load 
sides of jaws. Thus, Clamp- 
matic provides a total of 30 
Ibs. pressure between both 
sides of blade and jaw for 
bolt-tight contact 





Other features include 


@ Exclusive Vacu-Break prin- 
ciple of circuit rupturing 

@ Cover Interlock for extra 
safety. Use optional. 

@ Quick-make and quick- 
breok 

@ Anti-creepage corrugations 
on switch bases and arc 
chambers 
Horsepower-rated 





Solderless cable terminals 
(wire grips) 
Silver-surfaced current- 
carrying parts 
Spring-reinforced fuse grips 
Ample supply of concen- 
tric K.O.'s 

Generous wiring space in 
all switches 





BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


BULLDOG 


1902-1952 .. . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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Youre Losing Out On The Farm Market 


By Frank E. Watts 


Executive Assistant 
Farm Journal 


O one who studies the farm market potential for 
electrical appliances and equipment, it is obvious that 
the rural business is rapidly being lost to electrical 

distributors and wholesalers. 

reasons for this—some valid—but it is 
mostly a case of human weaknesses. Human justification 
for this loss is the fact that the distribution forces con- 
cerned with this market for the past ten years or more 


There are 


have not had to do much selling. Short supplies and con- 
sumer demand have almost eliminated the necessity for 
genuine constructive salesmanship. Because of this the 
large programs and long-range planning, so necessary in 
the development of a new market, have been lacking. 

How big is the Farm Market? 

1 recently compiled a 12-year estimate which is said 
by authorities to be ultra-conservative. In preparing this 
estimate I considered one half of the farms which produce 
90 per cent of the total farm income. The estimate was 
— upon a renewal period of 12 years, the average life 
of appliances and equipment. The estimates showed that 
this period of 12 years, the farm market will ab 
sorb $6 million per day for 300 working days each year 

This market is based upon three basic products: (1) 
(2) production equipment and 


during 


household appliances; 
3) wiring and rewiring 
Household appliances today are believed to constitute 
about 80 per cent of the market. However, with new 
rapidly, productive equipment will 
soon be taking a larger share of total sales. Dealers are 


uses developing so 
today fairly familiar with the various uses and savings 
offered by electrical appliances in the home 

It is in the field of productive equipment for profitable 
farming that the greatest opportunities are presented for 
the electrical distributor salesman. This is especially true 
today when farming costs are so high and every dollar 


of profit to the farmer must be conserved. Milking ma- 


chines, milk coolers, automatic heaters, arc welding, water 
systems, poultry equipment—oftfer huge opportunities for 
sales. One of the outstanding developments for the rural 
market has been the idea of mechanical crop drying of 


hay, grain, seeds, etc. It is said there are 10,000 crop dry 


ing installations now in use. Hay is worth 5 to 10 dollars 


more per ton and grains are found to be better when 
dried by heat and ventilation. Infra-red lamps are in great 
demand on farms and one utility has sold over 200,000 in 
a year. The most effective sales work is today being done 
by electric utility companies in cooperation with dealers 
in coordinated activities. 

Adequate and safe wiring will be the future measure 
of farm market development. The 
for better and greater electric service is rapidly increas 
ing. The farmer has discovered what a tremendous pr 
duction tool electricity may become. Examples without 
number are available of greatly increased profits, 

labor and bigger crop increases. 

Wiring makes it possible for the farmer to apply elec 
tricity to its fullest use in his home and farm needs 
However, unless capacity and flexibility are installed 
The wiring 


demand by farmers 


Savings 


use is curtailed, and the rural market retarded 
and rewiring job is almost beyond estimation. It extends 
not only to the wiring of house and the farmstead 
to all line transmission and distribution. One aut! 
has estimated the cost at $2 billion 

We have touched upon only a few of the possibilitic 
of this newest and greatest market but they are numerous 
Today the farmer has by far his greatest income—est 
mated this year as high as $40 billion. It is by far our 
largest industry with money to spend for consumer goods 

But, flash in the pan.” It re 
quires a well-developed plan and organization. It requires 
men especially trained not only in selling rural deal 
but in showing them how to make a plan by which they 


note—this market is no 


can gain a larger share of the farm business. The found 
tion of this plan must be prompt service. When a milking 
machine fails it needs immediate repair, and good ser\ 
only will build sales with the 
There are increasing signs of a greater activity 
implement dealers in this market and 
leading dealers in the field, especially in the sales of pri 
duction equipment. The electrical wholesaler must “| 
to his laurels” or the implement 
market if he doesn’t watch out.” 


farmers 
Am ny 


often they are the 


dealer will ‘steal 





engineered for 
DEPENDABILITY 


A 
A 


é merchandised for 
VOLUME SALES 


YOU'RE INVITED TO WRITE FOR 
THE COMPLETE CATALOG OF 


ELECTRIC WIRES 
CORD SETS * TROUBLE-LITES 
FUSES * CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. © PAWTUCKET, R. I. 
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The 1952 Farm Market 


S the farmer's products and prices 
go, so go his income and spend- 
ing power. That's as good a yard- 

stick as any to measure your potential 
sales of electrical products to the farm 
this year. And all indications for 1952 
point to a continued strong agricul- 
tural production much the same as last 
year's record farm output. In fact, cash 
receipts from farm marketings may 
show some increase this year. 

But all that gravy may be skimmed 
Farmers’ total cost of production is 
likely to rise further in 1952, with 
practically all items of expense con 
tributing to the increase. At that rate, 
farmers’ realized net income in 1952 
may be just abour the same as in 1951 
e Slight Gains—This gross 
farm income may be up as much as 5 
per cent from the 1951 estimate of 

37.5 billion. Cash receipts from mar- 
ketings are also expected to increase, 
around 5 per cent from the estimated 
1951 level of $32.8 billion. 

An interesting fact about last year's 
farmer is the fact that his ranks were 
thinning month after month at the 


years 
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same time that his acreage was ex- 
panding. The answer to the farmer's 
personnel problem could well be his 
use of more electrical equipment for 
labor saving and for help in increas 
One 


report seems to strengthen this theory 


ing farm production efficiency 


Figures released by the Rural Electri 


fication Administration indicate a 
widespread use of electric power on 
the farm. The avetage annual use per 
consumer along REA-financed lines in 
1951 jumped 14 per cent over 1950 
to 2,747 kwh. The result was a gain 
of 25 per cent over 1950 in total ener 
gy sales, which reached the record fig 
ure of 9,717,000 kwh. During 1951, 
REA electric added 86,000 


miles of line and nearly 2 


borrowers 
250,000 con- 
sumers 

e More Electricity—The basic de 
terminant for selling the farmer on the 
use of electrical equipment for his 
farmstead—electric avail 
able to all but about 250,000 occupied 


farms in the nation. In only six states 


pe ywer-——is 


is service available to less than 85 per 
cent of the occupied farms 


An Electrical World-NEMA 
study on the market prospects for elec 


joint 


trical goods in farm production oper 


ations shows that an estimated $500 


million will be spent for electrical 


goods for the farm in the next five 
years 
The 


$230 million will be spent for produc 


survey estimates that nearly 
tion equipment like barn cleaners and 
Abour $15 
be spent for farmstead lighting; $50 
million for 


shops; $45 


silo unloaders million will 


electrical goods to farm 


million for farm welder 


sales; $33.5 million for 


devices needed to wire 


wiring mate 
rials and this 
equipment; and $100 million for ele 
tric supply systems 

Figures contained in this survey, to 
bear any similarity to actual sales, must 
founded on 


first be an appraisal of 


how much the farmer expects to pro 


luring that time 


duce « It means clearly 
that his production affects his profits 
his profits affect his buying power. So, 
for an estimate of how well his prod 
ucts and prices stack up 


195? 


at least for 
a 


turn the page 


4s 





Spur Your Dealers 
To Sell This Equipment 
To These Categories... 


Livestock and meat 
Poultry and eggs 


Dairy products 





Alarm systems 





Bactericidal lamps 





Coolers and refrigeration 
equipment 





Crop drying and ventilating 
equipment 


Drainage pumps 
Electric fence control 


Floodlighting units 


Forced air circulating heaters 


Heating cable and tape 


Infra-red lamps 
Irrigation pumps 
Lighting fixtures 


Motors 


Shop power tools 


Soldering irons 


Time switches (automatic ) 





Ultra violet lamps 


Water heaters 


Fats, oils and oilseeds 


Potatoes and sweetpotatoes 


Dry edible beans and peas 


Commercial truck crops 
Forest products 


_ . . And Help Farmers Hit 52 Goals 


Wheat 


With prices to be supported at a 
minimum of per bu., farmers 
are likely to produce enough wheat in 
1952 


$2.17 


demands and 


1952-53 


to domestic 


meet 


export requirements in and 


provide for an increase in carry-over 


at the end of the marketing year. It 
for 


averare, 


yields this year's wheat crop are 


78.9 million acreage goal 
in a crop of 1,165 mil 


the 
would result 
last year's 


estimated production. Reports indicate 


lion bu., 170 million above 


that the acreage goal will be exceeded 


Even so, a crop of 1,165 million bu 
and a carry-over of old wheat on July 
1, 1952, 300 mil 
lion bu., will provide 
ot 
Use of wheat 


1952 


estimated at about 
million 


1952-5 


1.465 
wheat for 


United States in 


bu domestic 


in the 
53 is forecast at about 745 mil 


46 


lion bu. Assuming exports of 325 mil- 
lion, the carry-over on July 1, 1953, 
would be about 400 million bu. This 
would be about 100 bu. more than is 
expected to be carried over on July 


1, 1952 


Dairy Products 


Milk and other dairy products prices 
will be higher, as demand continues to 
increase. Net income from dairy farm- 
ing in 1952 will probably be about 
the same 1951. Cash receipts 
from marketings will be higher than 
in 1951, but higher costs are expected 
to bite into this estimate. Slight shift 
in milk utilization toward more fluid 
in 


as in 


ice cream—with less 
butter—will lead an increase 


whole milk sales by farmers to plants 


outlets and 


to in 


and dealers to a level even above the 
more than 75-billion pound record of 
1951. Farm sales of butter, burterfat 
and milk will decline further in 1952 
Total milk production in 1952 will be 
about 120 billion Ibs.; consumption of 
fluid milk and cream will approximate 
400 Ibs. per person. Cheese consump- 
tion will remain high 


Fats, Oils and Oilseeds 


On the basis of October | crop esti 
mates and other indications, total do- 
mestic output of fats and oils in 1952 
will be at a record level of about 12.8 
billion Ibs., compared with 
mate of nearly 12.4 billion Ibs. a year 


an eCSti- 


earlier. Total exports in the past year 
were at a record level and are expected 
to be large again this year. Output of 
edible vegetable oils may be nearly 10 
per cent greater than last year. Pro- 
duction of 1951 crop peanuts was 
down from the previous year. The 
1951 crop of soybeans, estimated Octo- 
ber 1 at 271 million bu., is smaller 
than the year before but substantially 
greater than for any other year. 


Livestock and Meat 


Cattle and calf slaughter is expected 
to increase this year. A reasonable ex- 
pectation would be an increase in com- 
bined beef and veal output of around 
10 per cent. Pork production in first 
eight months of 1952 will probably 
be a little larger than last year's, re- 
flecting increases in 1951 pig crops 
Price outlook does not point to any 
substantial change. Gross receipts from 
sales of all meat animals may be a 
little larger than in 1951, depending 
chiefly on volume of marketings. High- 
er prices, however, will be paid for 
feed and other items of expense 


Potatoes, Sweet Potatoes 


Growth in population is expected 
offset long-time downward 
per capita consumption of 
Total demand for potatoes 
in 1952 is expected to be at least ap- 


to the 


trend in 


pe tatoes 


proximately the same as in 1951. A 
strengthening in potato prices is also 
expected to continue through the win- 
ter and early spring months. Prices for 
sweet potatoes in early 1952 will prob- 
ably be higher than the previous rec- 
ord high in early 1949. The 1951 crop 
was estimated at only 34.6 million bu 
less than the 
1950 crop 


three-fifths the size of 
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Beans and Peas 


Prices received by farmers for dry 
edible beans from month to month 
through the first half of 1952 prob 
ably will be slightly higher than those 
received in corresponding months of 
1951. Demand for most types is ex 
pected to continue strong throughout 
1952, consumption per Capita 
probably will be at about the same 
1951. Probably some in 
crease in production in 1952 
1951 could be absorbed into trade and 
stocks without lowering prices re- 
ceived by farmers substantially. Stocks 
at the end of the 1951 crop marketing 
year were smaller than they were at the 
beginning. United States average prices 
received by farmers averaged slightly 
higher than for the 1950 crop. Stocks 
of beans much reduced from 
those of a year earlier. Demand for 
dry field peas in 1952 is expected to 


and 


rate as in 


over 


were 


be no stronger than in 1951, when de- 
mand was much weaker than in the 
immediate post-war years 


Cotton 


Despite an increase in the supply 
of cotton in the United States during 
1951-52, continued high domestic con- 
sumption and a substantial increase in 
exports are likely to result in a rela 
tively small carry-over of about 3 mil 
lion bales at the end of the season 
The carry-over in August, 1952, will 
be one of the smallest in the last two 
decades. About 6.0 million bales prob 
ably will be exported, the largest quan 
tity since World War Il 
mills are expected to consume 10 to 
101% million bales. The large exports 
will be caused by an effort on the part 
of some importing countries to re 


Domestic 


plenish the extremely low stocks ex 
isting at the beginning of the crop 
year. 


Wool 


Prices to domestic growers for shorn 
wool in 1952 are likely to average 
somewhat higher than the average of 
66.9 cents per pound, grease basis, re 
ceived in September. They probably 
will not reach the record level of last 
spring. Since wool is a strategic com 
modity, changes in the international 
situation and in government programs 
and policies could be important fac 
tors in the price outlook. Production 
of wool in the United States this year 
is expected to be somewhat larger than 
last year. The lower rate of slaughter 
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relative to inventories last year i 
cates that 


build up breeding herds 


growers are continuing to 


Tobacco 


Demand for U. § 
is expected to be strong in 1952. The 


cigarette tobacco 
output this year is likely to exceed 412 
billion estimated for 1951. Cigarette 
1950 was 392 billion. Ex 
ports in 1952 will probably be about 
the same as in 1951. The 1952 crop 
support levels for most tobacco types 
are likely to be approximately the 
same or slightly lower than those for 
the 1951 crop. Cigar filler and binder 
had higher price supports last year 
than in the 1950 crop season. Cigar 
output in 1951 is put at 
billion—up 5 per cent from 1950 
Some further increase seems likely in 
1952 


output in 


about 5.7 


Commercial Truck Crops 


Production of fresh vegetables in 
the first quarter of 1952 is apt to be 
significantly higher than that of a year 
earlier. If this occurs, prices paid to 
farmers for these crops may be lower 
than the extremely high prices re 
ceived for the short production in 
early 1951. Total supplies available 
last fall were estimated to be abour 13 
per cent smaller than a 


Of 13 individual crops reported, fall 


year earlier 
supplies were estimated to be substan 
tially smaller than the previous year 
for all but snap beans, cauliflower, cel 
ery, green peppers and tomatoes 


Poultry and Eggs 


Output of farm chickens will be 
about the same as last year's. Commer 
cial broiler production will probably 
continue its long-time rise, though 
rate of gain is likely to be smaller than 
in 1951 
ceed 1951 


high. Year-round production of popu 


Turkey ; production may ex 
levels, which was a record 
lar small-size turkeys suggests this fur 


ther increase. Egg production is ex 
Most of the 


increases will occur in the first three 


pected to rise in 1952 


quarters. Prices may average about the 
same or a little less than in the spring 
of 1951. Number of porential layers 
on farms around the beginning of this 
year is likely to be 2 to 4 
above 1951 levels 


2 per cent 


Corn and other Feed 

A strong demand is in prospect for 
feed for 1951-52. Feed grain supplies 
are smaller and feed prices will prob 


RURAL SELLING 


ably average 


Total supply of a 
for 1951-52 is estimated 


lion tons, 4 per cent below 


supplies of the last two 


above the 


nearly 30 per cent 


average Total disappear nee oO 


grains in 1951-52 will pr 


ceed the 1951 production of 0 mil 


lion tons by around 8 to 10 million 


The 
3855 


1951-52 corn 


bh 


rons supply of 


ibour million s 3 per cent 


smaller than in 19 
over at the close 
be around one 

carry-over of around 


last year 


Forest Products 


The high rate of ind 
tary expansion, and a contit 
level of agricultural productior 
pected to sustain demands 
and shipping lumber in 19 
prices dropped slightly below 
levels and lumber pr 
dropped below the 38 
950 


feet in Exports 


l 
estimated to reach 1 billi 


the 19 


or almost double 
wood consump nom 
considerably higher 


eraging about 2.3 
month for the first 
cent more than in 
creases in 


195? 


consumption 


which in turn will strengthen 


prices 


Fruit 


Consumer demand 
iS expected to be stronve 
1951 vera ge 

} 


1952 crop of deciduous fr 


Assuming 
somewhat smaller 
Stocks of canne 


95S? nr 
19 f 


will be 
1951 crop 
the start of the 
larger than beginning st 


thus tending to reduce 


fruit for processing I 


litions, the general 


lev 
growers will receive for the 
ciduous crop will likely be 
same as in 1951. The 
favorable for increase 


) 


in 19 
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Country Gentlemen— 
NEMA Study Reveals: 





Lighting & Wiring Supplies 





WHEN it comes to buying lighting 
and wiring equipment, half the farm- 
ers in the US. get theirs from appli 
ance stores and electrical contractors 
A joint survey of farm family pur 
chasing habits, made by the Farm 
and Rural Development Committee of 
the National Electrical Manufacturers 
Assn 
zine, reveals that 26.6 per cent of U.S 
farmers purchase lighting and wiring 
equipment at appliance stores 


and Country Gentleman maga- 


Nosed our by a small percentage for 
first place is the electrical contractor, 
with 24.3 per cent of farm lighting 
and wiring equipment customers. The 
hardware store follows with 20.2 per 
cent. No other single group does bet- 
ter than 9.9 per cent, which is the 
figure for mail order houses 
e Co-ops Sell 1.89%—Chain stores, 
department and 
pliers each have 3.9 per cent of the 
total, while plumbing and _ heating 
dealers take 2.6 per cent. Lumber and 
building dealers sell 2.1 per cent of 
electrical lighting and wiring equip 
ment to America’s farmers, and farm 


stores power sup 


co-ops sell 1.8 per cent. Farm imple 
ment and general stores, the survey re- 
veals, sell 1.7 
supply stores sell 1.3 per cent; furni 


per cent; automotive 


48 


OW 


ture stores sell a modest 0.8 per cent 

Of almost 2,000 representative 
farm families surveyed, 70.7 per cent 
reported making purchases of lighting 
and wiring equipment during the last 
five years. Over two-thirds of the 
farmers made purchases in towns with 
populations under 10,000, and only 
8.3 per cent of the purchases were 
made in towns with populations over 
100,000 

A total of 80.7 per cent stayed 
within 15 miles of their farms to buy 
and wiring equipment. A 
small minority of 5.6 per cent traveled 
i6 miles or more to make purchases. 
Over 97 per cent of the farmers re- 
ported the location of electrical light- 
ing and retailers 
satisfactory. Slightly more than 62 per 
cent of the purchases made by farmers 
were made at retailers nearest to the 
farm. 
e Reputation Important — Reason- 
able price is not nearly as important 


lighting 


wiring equipment 


to those surveyed as service facilities 
Reasons 
lisced for buying at one particular re- 
include service facilities, listed 
by 43.9 per cent of farm families sur- 
veyed; reputation, 42.0 per cent; lo- 
cation, 40.5 per cent; convenient for 
other purchases, 39.5 per cent; past 
business dealings, 38.7 per cent; car 


and reputation of a retailer 


tailer 


ries preferred brands, 38.1 per cent; 
friendship, per cent; reasonable 


77 9 


our Outlets 


price, 5.6 per cent; dependable, 2.7 
per cent; complete stock, 1.2 per cent 
Many of those polled gave more than 
one answer, thus the total percentage 
amounts to more than 100 per cent 

Few retailers serving farm families 
are interested in getting out and hus- 
tling up sales, the survey indicates 
Only 4.4 per cent of the retailers ever 
contact their customers by phone, and 
only 18.7 per cent call in person. Ad- 
vertising or descriptive literature has 
at one time or another been mailed to 
35.4 per the farm families 
surveyed. But most of the families— 
over per cent—go to a particular 
retailer to make a purchase without 
any persuasion on the part of the re 
tailer. For the most part, purchase 
initiative the farm 


cent of 


originates with 
family itself 

e Stock Adequate—Satisfactory in- 
stallation service from retailers has 
been received by 93.1 per cent of the 
farm families, and 97.5 per cent be- 
lieve the dealer sells lighting and wir- 
ing equipment which is best suited to 
their needs. The lighting and wiring 
equipment purchased by 92.6 per cent 
of the families has been satisfactorily 
serviced by the retailers from whom 
it was purchased, the survey reports 
Only 4 per cent reported inadequate 
stock of lighting and wiring equip 
ment carried by the retailer they 
frequent 
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Rate with Farmers 





Farm Production Equipment 





HARDWARE 


plement and general stores rank first 


stores and farm im 
and second, respectively, as places of 
purchase of electrical farm production 
equipment. 

This was revealed in another phase 
of the recently-conducted survey of 
farm family purchasing habits, made 
jointly by Country Gentleman maga- 
zine and the Farm and Rural Develop- 
ment Committee of the National Elec- 
trical Manufacturers Assn. Over 60 
per cent of the families polled said 
they purchased production equipment 
within the past five years, with pumps, 
motors and milking machines the 
most popular items 

The survey indicates 20.9 per cent 
of the farm families shopped at hard 
ware stores, while 18.0 per cent shop- 
ped at farm implement and general 
stores. 

e Other Retailers Named—Addi 
tional points of purchase included ap 
pliance stores, mentioned by 10.0 per 
cent of those polled; plumbing and 
heating dealers, 9.6 per cent; mail or 
der houses, 8.0 per cent; chain stores, 
6.3 per cent; farm co-ops, 6.0 per cent 
electrical contractors, 4.0 per cent; 
power suppliers, 3.9 per cent; milk 
supply dealers, 2.0 per cent; depart 
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ment stores, 1.9 per cent; automotive 
supply stores, 1.5 per cent 

Items most frequently 
were pumps, bought by 38.0 per cent 
of farm families within the past five 
years; motors, purchased by 17.5 per 
cent; milking machines, 16.3 per cent; 
drills, 5.3 per cent; welders, 5.3 per 
cent; milk coolers, 5.2 per cent; milk 
room heaters, 3.7 per Cent; separators, 
3.6 per cent; saws, 3.5 per cent; water 
heaters, 3.0 per cent; power tools, 2.4 
per cent; water systems, 1.9 per cent; 
brooders, 1.5 per cent; mowers, 1.3 


purchased 


per cent. 

e Buy Near Farm—Most of the pur 
chases, or 61.1 per cent, were made 
in towns with populations under 10, 
000. Only 10.9 per cent were made 
in towns over 100,000. The large ma 
jority of farm families (71.2 per 
cent) traveled 15 miles or less to make 
purchases of production equipment. A 
small minority (8.9 per cent) traveled 
16 miles or more 

The location of the retailer was 
found satisfactory by 95.4 per cent of 
those surveyed. Those who found the 
location unsatisfactory complained of 
bad roads,” “inconvenience” or “dis- 
like of ordering by mail.” 

The carrying of preferred brands 
was listed by 48.8 per cent of the 
families as the main reason for patron- 
izing a specific retailer. Other factors 
for preferring one dealer included past 


business dealings, listed by 40.1 per 


service facilities 56.5 per cent 


cent 
reputation, 35.4 per cent; convenient 
for other purchases, 33.8 per cent; lo 
29.0 per cent; friendship, 22.4 
price, 


cation 


per cent, more reasonable in 


> per cent; unable to purchase 


nearer, 1.8 per cent. Many respondents 


more than one answer, thus 


sending the percentages up over 100 


Rav e 


per cent 
e Customers Aren't ‘Sold’—Retail 
ers catering to the farm trade showed 
little initiative and enterprise in get 
ting customers for electrical farm pro 
duction equipment. More than 53 per 
cent of the farm families reported re 
ceiving advertisements or descriptive 
licerature from retailers pur 
chases had been made in the past 
Only 9.7 per cent of the families, how 
ever, reported receiving telephone calls 


where 


from their retailers, but 26.8 per cent 
said dealers called in person. Over 80 
per cent of those surveyed said their 
last purchase was in no way influenced 
by a retailer 

The farm families, in general, said 
they were satisfied with their retailers 
Over 93 per cent answered yes when 
asked if their retailer's stock is ade 
quate, and 94 per cent said the re 
tailer sold equipment best suited to 
their Installation 
described by 96.1 per cent as satis 


needs service was 


factory 





WHAT TO 
SELL 


Fluorescent and incandescent 
lighting for farm cow barns and 


commercial dairy barns. 


Infrared lamps for calving pens 
and treatment of sick animals. 


Floodlighting equipment for night 
harvesting operations. 





WHAT TO 
SAY 





Well-lighted cow barns expedite 
feeding, milking and maintenance 
chores. In commercial dairy barns, 
such as the one shown above, 
good lighting helps the proprie- 
tor build prestige for quality— 
especially if he makes a practice 
of inviting the public in to see 
how advanced methods protect 
their health. 





Calves born in the winter can be 
aided in their growth when radi- 
ant heat is available in their stalls, 
particularly by means of a per- 
manent infrared lamp installation 
rather than the portable unit 
shown above. Portable units can 
be used to greater advantage in 
the treatment of certain ailments 
—inflamed udders, for instance 
The lamp’s dry heat eliminates 
the cold catching risk that is in- 
herent in the use of wet appli- 
cations. 





Floodlighting for harvesting large 
field crops, such as corn, offers 
the advantages of top quality in 
the produce for market and 
cooler, easier work for harvesters. 
Floodlighting also offers the means 
to work ‘round the clock in an 
effort to get in a crop before the 
coming of a predicted wind or 
hail storm 


Brief Your Dealers on How To Sell 


WHAT TO 
SELL 


Floodlighting units and weather- 
proof incandescent fixtures for 
the farm yard. 


Infrared lamps for the brooding 
of chicks. 


Fluorescent and incandescent fix- 
tures for the farm workshop. 





WHAT TO 
SAY 





Floodlights atop the power pole 
give the farm yard plenty of light 
for night tasks. They also act to 
protect livestock and poultry from 
marauders. To supplement the 
floodlights, three yard lights 
should be installed—one at the 
house, another at the barn and 
the third at the workshop or 
garage. 





Infrared chick brooding, with its 
thermostatically controlled oper- 
ation, puts heating on such a 
completely automatic basis that 
labor costs are cut to the bone. 
There is no hazard of overheating, 
and the chicks are in full view 
all of the time. Zero weather is 
no hazard either when infrared 
lamps provide the brooder heat. 
The radiant energy goes directly 
to the chicks, and drafts and con- 
vection current problems do not 
occur, 





Since repair work or just plain 
fixing” never seems to end on 
the farm, it pays to see that the 
workshop is well lighted. The 
consequences of a poorly lighted 
workshop often are lost time and 
a bungled repair job. A good sup- 
plement for the farm workshop 
is a guarded rough-service lamp 
on an extension cord for illumin- 
ating the hard-to-get-at places in 
farm equipment 











Infrared lamps for brooding pigs. 


Incandescent lighting fixture for 
the silo. 


1 


Fluorescent and incandescent fix- 
tures for the grading of potatoes, 
fruit and truck produce. 


WHAT TO 
SELL 








More little pigs will grow to be 
hogs and go to market because of 
infrared lamp brooding. Since the 
pigs in a litter can be kept inde- 
pendently warm, they run less 
risk of being crushed by the brood 
sow. Furthermore, infrared lamp 
brooding permits earlier farrow- 
ing, enabling the farmer to take 
advantage of peak spring and 
summer pork prices. The small 
outlay required to insure the larg- 
er return is a very low cost 
premium. 





Sufficient light in the silo cuts 
accident hazards and speeds the 
efficient performance of routine 
jobs. The average silo can be 
lighted best in either of these two 
ways: (1) by means of a lighting 
fixture permanently mounted in 
the peak of the silo; (2) by means 
of a lighting fixture mounted in 
the chute on a pulley (such as 
the one shown above) so that it 
can be raised or lowered accord- 
ing to the visual need. 


Lighting as a Farm P 


Lighting units for night feeding 
ot hogs. 


Bactericidal lamps for hen houses, 
incubators and brooding rooms. 





Providing good lighting for in- 
spection tasks can reduce waste 
and step up profitable operation 
Daylight and weather conditions 
are no longer limiting factors 
And a job like potato grading 
can be undertaken at night as 
easily as by day. In the photo 
above, a single fluorescent unit, 
with lamps shaded from view and 
at right angles to the men’s arms, 
permit the work to be done ac 
curately and quickly 





roduction Tool 


Floodlighting units for the hay 


mow 








Midnight feeding period for hogs 
the animals’ summer heat 
problems. The hogs can catch up 
on sleep during the day when it’s 
hot work holding a place at the 
trough. Even the runts have a 
better chance to fatten up for the 
market with these late supper 
sessions. Time switch makes the 
feeding operation automatic. 


suits 





Bactericidal lamps prevent cross- 
infection among chickens and 
protect against epidemics by re 
ducing the number of bacteria in 
the air. At the same time, they 
destroy mold and fungus that can 
be responsible for such diseases 
as mycosis, brooder pnuemonia, 
etc. And Dept. of Agriculture 
experiments have shown that ul 
traviolet light increases egg pro- 
duction from 10 to 19 per cent. 





Chores can be done quickly and 
with fewer accidents when there 
is adequate light in the haymow 
Since only general illumination 
is needed, floodlights above the 
hayline on opposite walls of the 
barn will provide all the required 
lighting. Two incandescent vapor 
proof angle reflectors also 
to light the haymow 


serve 


very well 
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WHAT TO 
SELL 


WHAT TO 
SAY 





Show 


WHAT TO 


Fan for barn drying of hay. 


AAA 


Ventilating system for the poul- 
try house. 


Hot water heater for the dairy. 





Barn hay drying is a 
method of preserving hay quality. 
When hay is field dried, leaf shat- 
tering may result in 
much as 1,200 Ibs. of leaves per 
acre of alfalfa. But with barn fan 
drying, the hay is handled while 
it is tough so that few leaves are 
And it remains green and 
fresh, with high feeding value. 
What's more, a hay drying fan 
reduces the hazards of wet weather 
and spontaneous combustion. 


prov en 


loss of as 


lost. 





A poultry house ventilating system 
provides fresh air, removes am- 
monia gases and moisture, helps 
keep the litter dry and loose, and 
eliminates the labor otherwise re- 
quired to regulate windows, dam- 
pers and slots. In addition, there 
will be fewer dirty eggs and the 
poultry house structure will last 
longer. These advantages will re- 
sult in lower egg production cost. 





The hot water heater for the dairy 
is essential equipment for pro- 
duction of clean, high-quality 
milk. An adequate supply of hot 
water helps keep bacteria count 
low, saves many steps and hours 
of labor. Hot water is used for 
massaging the cow's udder before 
machine milking, for feeding 
calves, hand washing, veterinarian 
and inseminator needs and milk 
testing. 


Your Dealers How These Uses 


Dairy barn ventilator 


Portable fan-heater unit for dry- 
ing crops. 


Irrigation pump. 





WHAT TO 
SAY 





Cows are healthier, more alert, 
and will eat and drink more when 
barn temperatures are kept below 
50° without sudden changes, and 
when plenty of fresh, clean air 
is available. The way to 
provide proper amount of air in 
the barn, and to absorb and re- 
move excess moisture, heat and 
odors is with a controlled venti- 
lating system. Removing excess 
moisture is very important: build- 
feed 


only 


ings rot, equipment rusts, 


spoils when it is present 








| 
| 


is eliminated as a 
cause of crop loss or lowered 
quality when a portable crop 
dryer is used. Such a unit can be 
used to dry baled hay, chopped 
hay, sacked grain, ear corn and 
shelled corn, to name a few ap- 
plications. In the case of all 
crops, the food value is much 
higher than if the crop were 
field-dried in the sun. 


Wet weather 





Farmers in arid regions use elec- 
trically operated irrigation pumps 
as standard equipment, but farm- 
ers in humid regions can get just 
as much use out of them. Even 
where the total annual rainfall is 
enough to grow a crop, rarely is 
there a season without a two or 
three-week period when addition- 
al water might not increase yields. 
This extra water could mean the 
difference between profits and loss. 

















Heating cable and tape 





Electric heating cable and tape controls bot- 
tom heat in soil bed. A thermostat provides 
close regulation of temperature to meet needs 
of each type of plant. It has the advantage 
of producing better quality plants in a shorter 
length of time than the manure bed, can be 
used several times without reworking the 
soil, produces earlier and healthier 
plants, and needs less labor and attention to 
care for the bed. 


c rops 


Serve Farms 


Milk house heater. 








Added heat provided by a milk house heater 
prevents water pipes from freezing and assures 
a supply of either hot or cold running water. 
In addition to the economy and working com- 
fort enjoyed, it prevents ice from forming on 
the floor, eliminates wet walls, is completely 
safe to use, makes possible a higher quality of 
milk as a result of more sanitary conditions, 
and often helps keep the bacteria count down. 





The portable electric motor is the basic farm production tool. 
Motor applications to farm work include: 


Barn and Garage door 
opener 

Gate opener 

Barrel saw 

Blowers 

Bone grinder 

Boring machine 

Bottle washer 

Bottle filler and capper 

Butter cutter 

Brooder 

Butter printer 

Butter worker 

Butter tapper 

Casein grinder 

Cider press 

Clippers 

Clover culler 

Clover huller 

Concrete mixer 

Condensor 

Compressor 

Conveyor 

Cord wood saw 

Corn cracker 

Cream separator 

Currying machine 

Drop hammer 

Forge blower 

Graders, fruit and egg 


Chicken picker 
Electric tools 
Elevator 

Barn cleaning 
Emery wheel 
Ensilage cutter 
Fanning mill 

Barn ventilating fan 
Green feed chopper 
Feed grinder 

Feed mixer 
Gasoline pump 
Grain cleaning 
Grain dryer 

Grain grader 
Grindstone 

Hack saw 
Hammermill 

Hay baler 

Hay chopper 

Hay hoist 

Animal groomer 
Corn husker & shredder 
Insecticide sprayer 
Irrigation pump 
Lathe 

Milk cooler 

Milk mixer 

Milk shaker 
Milking machine 


Oats crusher 

Paint sprayer 

Pea and bean huller 
Planer 

Potato cleaner & grader 
Pump jack 

Pump, water system 
Refrigeration 

Rice thresher 

Root cutter 

Saw mill 

Seed cleaner 

Sheep shearer 

Silo filling 

Lawn mower 
Vacuum cleaner 
Vegetable shredder 
Wood splitter 
Garden tractor 

Milk pasteurizer 
Sanding machine 
Floor scraper 
Circulating air heater 
Drill stand 

Hedge clippers 
Corn sheller 

Dust mixer 

Peach defuzzer 
Threshing machine 











The Farmer as a Person 


1 He farms only partly because it is a way to make a 
living, and mostly because that is the way he wants to 
live. The American farmer has never been anything re- 
motely like a peasant. He has never been timid or docile 
He likes to have his feet on his own land, to say what he 
pleases, and to do what he pleases with the things that 
are his. He doesn’t want anybody telling him what to 
think or what to do. And as you would expect from an 
individualist, he is a strong believer in free enterprise 


2 He realizes that taking risks is a part of the price of 


his freedom. He deals every year with vital circumstances 
that are outside his control, such as weather and insects 

When a city businessman sees a good market ahead, he 
can settle down to produce without too many worries as 
to whether he can get out the goods. That is not true of 
the farmer 

He may be the best farmer in the state. He may have 
planned a smart program. He may have picked the right 
markets. He may have done everything that the faculty 
of the agricultural college and the directors of the bank 
would consider good business. But still, if it doesn’t rain 
at the right times, or corn borers get active, or a hail 
storm comes along just as the wheat is ripe, his produc 
tion will suffer—and nor just by 5 or 10 per cent 

So the farmer by the nature of his calling is a man 
who takes risks, who bets his experience and his judgment 
against the markets and the elements 


3 He is a businessman. Some people may be surprised 
by that statement, since the farmer is a man who doesn't 
always shave every day, goes to work in rough clothes and 
gets his feet muddy. That same description, however 
would fit many a high-priced construction engineer 
The modern farmer does not work by guess and by 
gosh. He has a program, just as the industrialist has a 
manufacturing schedule and a sales program. He varies 
his program to take advantage of the different markets 
He employs a relatively large amount of capital. He 
knows what his investment is. He knows how much it 
depreciates. He knows how much income he requires 
what replacements and new investments he can afford 
He knows what it costs him to do business 
Moreover, as a businessman, the farmer is committed 
to full production. The farmer has believed in and prac 
ticed it ever since there has been a farmer. Anything less 
than full production violates all his instincts. He is a pro- 
lucer first, last and all the ume. He wants to get the most 
corn per acre. He wants to ship the best steers. He wants 
to get the most milk per cow. That's how he proves to 


himself and to the world that he is a good farmer 


54 


The Farmer as a Buyer 


1 The farmer is a good buyer when he has money or sees 


the prospect ahead of making money. Under those condi- 
tions, he buys capital equipment for his farm and he buys 
the comforts and luxuries of life for himself and his 
family. As an occupational group, the farmers are the 
largest single group of customers in the country 

But nobobdy can quit buying faster than a farmer. If 
he decides for any reason that now is not the time to buy, 
he can drop out of the market so fast it would make your 
head swim. The farmer, of all persons in America, has 
the greatest ability to make do with what he has. By and 
large, he does not buy from necessity to anything like the 
same degree as the city man. If he thinks the time is not 
right for buying, he can sit back and wait better than 
anybody else 

The most important influence on the farmer's buying 
is not his immediate cash position; it is his opinion of 
future prospects. He may quit buying when he has a big 
bank account, bonds in the vault and no debts if he thinks 
the future doesn’t look good. On the other hand he may 
become an active buyer when his cash is low and buying 
involves going into debt if he sees the prospect of profit 
ahead. This is particularly true of his purchases of equip- 
ment for production 


2 Above almost any other group in the country, the 
farmer customer has to be sold. His business is not usu 
ally the walk-in kind. It is go-get-'em business from the 
standpoint of the seller. If you want to do a real business 
with the farmer, you should adjust yourself to the idea 


that more sales are going to be made 


across his fence than 
across his desk 

Before the farmer buys something, he has to be sold 
the idea that it will save money, that it will add to his 
comfort or convenience. There are always plenty of places 
to put money on a farm. Your product has to compete 
not only with all similar products that he might buy but 
also with all the other kinds of uses he might make of 
his money 

The way to sell the farmer is to go where he is. In 
normal times you will not do too well if you wait for him 


to come to you 


3 Assuming now that you are not going to wait for 
walk-ins, but that you are going to organize on a go-get- 
‘em basis, there is a rule you ought to follow. This is it 
stay long enough to tell your whole sales story. And above 
all, demonstrate 

The farmer is like most other prospects. He usually 
starts out by saying no. But generally he has time to talk 
nd often welcomes a break in his work. So take the time 
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to present your full story with all the reasons and all the 
gestures 

And take the product along with you and connect it 
up in his house. Let him see it run. Let him run it him 
self. The backbone of most successful programs of selling 
to farmers is demonstration 


4 Everybody knows that if you are going to sell a prod- 
uct to housewives, it is helpful to know something about 
housework—about the problems the product is designed 
to solve. The same thing is true in selling to farmers 
Know something about farming. Make sure that you are 
in a position to talk crop prospects, farm prices, soil con 
servation and all the other subjects that are dear to the 
farmer's heart. Like any other person, he prefers to buy 
from somebody who understands his problems and can 
talk his language, particularly when he is buying operat 
ing equipment of any kind 


5 Make your credit arrangements flexible from the 
standpoint of timing. The farmer is a splendid credit 
risk—one of the best, in fact. But he seldom gets his 
income in regular monthly installments, and a level-pay 
ment credit plan is often not suited to his needs 

The dairy farmer, for example, has a relatively steady 
income. The man who feeds his crops to livestock and 
then markets the livestock will usually have his income 
coming in in spurts, three or four times a year. The grain 
farmer or the cotton planter tends to receive most of his 
income at one time in the year 

Furthermore, the farmer is a debtor who wants to pay 
his debts. Even in periods of farm depression, he tries 
When times get better, very often he will come in and 
try to pay a debt that had been written off long before 


6 When the farmer buys a machine of any kind, he 
wants service. And not the kind of service where a 
mechanic will appear on the farm six days later. When 
the farmer wants service, he wants it right away. If a 
machine breaks down, he wants it back in operation wit! 
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The farmer, though not a direct 
customer of yours, is an ultimate 
customer, nonetheless, and one 
whose particular buying habits 
and attitudes are reflected in 
your sales through retail outlets 


the minimum of lost time. He has been trained to expect 
that kind of service 

For example, if a farmer is in the middle of harvest 
and something goes wrong with his combine, you can't 
satisfy him by promising to put his name on a list and 
get a man out to him in a day or two. Time means money 
to him. It might rain or hail that night. The grain 
might go over-ripe in a short ume if not cut. So he wants 
and generally gets fast service, supplied by trained men 
who are in the field all the time. Because he is accustomed 
to that, he will expect good service on any other product 
that he may buy 

The problem of the seller, therefore, is to have trained 
service men out in the territory and an adequate service 
parts stock on hand at all times so that long delays can 


be avoided 


7 Take special pains in dealing with the farmer not 
only to be fair about everything, but also to make sure 
that he understands and believes that you are being fair 
He is a reasonable man, but he has a long, long memory 

If the farmer once gets the idea that you have not done 
the right thing by him, it will be a long time—if ever 
before you sell him anything again. This is one of the 
ways in which the farmer's individualism shows up most 
clearly 

So be fair—and be sure the farmer knows it 


& This last point is the corollary of the preceding one 


If the farmer has a long memory for bad treatment, he 
has an equally long memory for good treatment. Give 
him a good product. Give him good service. Give him 
fair treatment. And you'll have a customer who will stay 
with you in good times and bad, and even from genera 
tion to generation 


This article is based on an address by Theodore B. Hale, vice pres 
ident, general sales, International Harvester Co., before the 17th 
annual Edison Electric Institute Sales Conference last year 
























































Poultry “Debeaker”’ 


To date, “debeaking” is the 
only sure cure for cannibal 
ism and feather picking 
Sharp, electrically heated 
knife removes desired por 
tion of bird's upper beak 
by cutting and cauterizing 
to prevent bleeding. Oper 
ation is tast—-100 to 200 
ls debeaked in an hr 


Blower Elevator 

Several sizes of blower el 
evators are available for 
use with feed grinders and 
mixers. Other large sizes 
are used to elevate and blow 
chopped hay and silage 
into barn and silo. Some 
also deliver shelled corn 
and small grains into bins 
it a fast rate. Small sizes 
deliver 100 to 200 bu. an 
hr., larger sizes up to 
000 bu. an hr. depending 
upon a number of factors 


RURAL SELLING 





Water Warmer 


Since eggs are 65 water 
hens must have a water sup 
ply available at all times for 
Maximum egg production 
Tests show that hens lay up 
to ZU more eggs during 
winter months when water 
temperatures of 50° F are 
maintained than when wa 
ter supply is not warmed 
It has built-in thermostat 
in water pan or trough which 
an be adjusted to maintain 


temperatures up to 5O FI 


Stock Tank De-icer 

Floats on surface of water 
to prevent ice coverage. It 
does not heat water, but 
maintains hole through 
which stock can drink 
Thermostatically controlled 
and set at ots] F, de 
icer saves electric power 
when water in tank is 


well above freezing point 


care for 20,000 


Milking Machine 


Faster and more uniform 
than hand milking, it pro 
motes healthy udders, helps 
reduce mastitis, produces 
clean, high-quality milk 
Reports show savings of 50 
to 60% in time and labor, 
and an average saving of 50 
full working days a year ob- 
tained with herd of 15 cows 


Grain Cleaner 

Machine separates chaff, 
dirt, weed seed and cracked 
and whole grain. By air 
blast, agitation, and sieves, 
large heavy grain is sepa 
rated from the trash. Port 
able farm motor replaces 
man at the crank. A 14 or 
L3-hp. motor operates the 
usual farm-type cleaner at 
more uniform speed than 
can be done by hand. It saves 
labor, improves quality of 
crop, increases farm income 


Production Primer .. . 


... on farm electrical equipment that is sold mainly through channels 
other than the electrical wholesaler, but a knowledge of which is im- 
portant to him in selling motors, time switches, wiring supplies, etc. 


Corn Sheller 


Eliminates labor required 
to shell ear corn and usu 
ally doubles number of 
bushels that can be shelled 
by hand. By feeding corn 
into machine from hopper, 
the operation can be semi 
automatic. Corn shellers 
included in a feed-grind 
ing installation eliminate 
considerable handling. Or 
dinary small hand shellers 
can be operated with a '4 
hp. motor, shell 24 bu.an hr 


Poultry Feeder 
Automatic operation § re 
plenishes mash at desired 
intervals to feed hoppers. It 
can be equipped with gear 
reduction unit for varying 
speeds. Cuts labor to the 
bone. Four-pound broilers 
can be produced for market 
in 12 weeks; one man can 
broilers 
















































Barn Cleaner 


Used by dairymen to re 
move manure from barn 
gutter. Installed to help 
keep good farm hands, 
even though there may be 
no cash saving. Saving in 
labor ranges from 50 to 
60% over hand cleaning 
Waste travels up elevator 
and drops into spreader 


Conveyor Elevator 


Saves hours of backbreak 
ing work. Small units for 
corn and grain use a 4 or 
19-hp. motor and can be 
moved easily by one man 
Larger ones are mounted on 
steel or rubber-mounted 
wheels. A 44-hp. motor on 
an 18-ft. elevator will han 
dle ear corn faster than two 
men can shovel it into hop 
per. A l-hp. motor will 
handle 400 to 500 bu. of 
shelled corn in an hr 


Ensilage Cutter 

Popular machine releases 
farm tractor for field work 
Electric motor may not fill 
silo as fast as tractor pow 
er, but it will do it at a 
reasonable rate and cost 
Electric motor develops 
surplus of power for short 
time and can maintain 
uniform speed. A 72-hp 
motor will fill a 40-ft. silo 
at a rate of 6 to 8 tons 
an hr.; small crew can 


fill 10-ton silo in 2 days 


Wagon Unloader 


Handpitching silage is 
hardest part of silo-filling 
operation; wagon unloader 
eliminates this task. It 
does away with need for 
one or two men and does 
the work of removing si 
lage from truck or wagon 
easier and faster than by 
hand. Two methods: canvas 
that covers bottom is wound 
upon roller; false-end or gate 
is pulled by two cables 
that wind upon a roller 


Fruit Grader 


Motor-driven grader insures 
accurate sizing for depend 
able package labeling. Grad 
ing is done by diameter or 
by weight. Fruit growers 
recognize the importance of 
eliminating cull fruit and 
of packing crop according 
to Federal grades to meet 
the demands of their buyers 


Incubator 


Provides accurately on 
trolled temperature, hu 
midity and ventilation. Such 
dependable control of heat 
moistureand air movement 
allows poultryman to ob 
tain the highest proportion 
of hatched chicks. Other 


r, no 





advantages: less lal 


tire hazard, and no tumes 


Fruit Storage 


Refrigerated fruit storage 
maintains fruit at top-qual 
ity for market. In electri 
cally refrigerated storage, 
fruit can be held with 
little deterioration until 
supply has decreased and 
demand strengthens market 
It means more profits for 
the farmer wise to the ways 
of market saturation. Crop 


j 


can be picked and placed 





in storage without packag 
ing, thus speeding harvest 


Water Tank Heater 

Speeds up production and 
saves ice chopping chores 
during winter. Heater pre 
vents ice trom forming on 
watering tank. Immersion 
type heater is placed in 
tank, thermostatically con 
trolled to merely warm the 
water and keep cost of op 
eration low. A box in end 
of tank around heater is 


used so that heater does 


not necessarily warm en 
the tank 


tire contents o 


Egg Grader 

Egg prices are based on the 
demand for different grades 
of eggs by weight. Egg 
grader is a means that aids 
the trained operator to ob- 
tain for the poultryman 
maximum returns from his 
poultry flock. Grader is op- 
erated automatically, saves 
hours, and has become 
standard equipment on the 


poultry farm. Large zg 





ers grade tour sizes of eggs 


at rate of 12 cases an hour 


Auger Elevator 


Quickly and simply unloads 
small grain without hand 
shoveling. It can deliver 
grain at rate of about 700 
bu. an hr. End of auger 
is placed in grain and it 
feeds itself. Power usage 
increases or delivery de 
creases with steeper angle 
Easily maneuvered on farm 
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which you can effi- 


ciently operate 


By O. Fred. Rost* 


Vice President 
Appleton Electric Co. 
Chicago, Ill. 


OR the past one and a half years 
and for an indeterminate period 
in the future, you have faced and 

will be facing the problems of dealing 
with many intangible situations and 
certainly many abnormal and exceed- 
ingly difficult business conditions 

Many electrical wholesalers, in fact, 

really have never operated in a period 
of what might be called normal con- 
ditions because we have had abnormal 
conditions of one sort or another ever 
since the national defense program 
was inaugurated in 1940. But regard- 
less of whether the conditions under 
which a_ wholesaler 
normal or abnormal, there have been 


1S operating are 


no changes in the basic functions that 
a wholesaler is expected to perform if 
he wants to justify his existence 


e Complicating Conditions—To be 
exact, economic and competitive con- 
ditions, as well as demands created by 
our steadily climbing higher standard 
of living, have complicated and ex- 
panded the functions that are accepted 
as part of a wholesaler’s activities 

First of all, although our country is 
theoretically not at war, we have been 
actually fighting a shooting war for 
over eighteen months; we have had 
our personal and business freedoms 
restricted by controls; and we have 
had imposed on us taxes that at some 
points stimulate thrift and wholesome 
activities, in other directions encour- 
age waste, and in many brackets ap- 
proach literal confiscation 

Second, we have seen the produc 
tive capacity of the electrical industry 
along with all other industries ex 
panded far beyond what anyone would 


/Analyze the area in 


his Is 


\ /Make an 


study of your ac- 


counts receivable 


How 


. 
have dreamed of even as recently as 
ten years ago, and we have seen the 
output of that tremendously increased 
capacity fall far short of keeping pace 
with the demands of the times. 

Third, the electrical wholesaling in- 
dustry as such and a large number of 
individual wholesalers have expanded 
their plant capacities within the last 
few years to keep pace with the seem 
ingly never-ending increase in vol- 
ume, and within the last eighteen 
months many have found even their 
expanded facilities fall short of meet- 
ing current needs. 

Finally, we find the new defense 
mobilization program, with all its in 
the electrical 
wholesaling industry, superimposed 
upon a period of over four years of 
unprecedented prosperity during the 
postwar era plus the previous five war 
years of high wages, full employment, 


creased demands on 


and war-time prosperity 

e Many Newcomers—Also in that 
tweive-year period, many new concerns 
have entered the electrical wholesal- 
ers’ field: some attracted by fascination 
of the business, others by the promise 
of easy profits, and others because that 
was the only business they knew about 
—and they had decided to go into 
business for themselves. 

Adding all these things together, 
the electrical wholesaling industry may 
well be proud of the record it has made 
in the last twelve years for having 
constantly kept step with the ever- 
changing and ever-growing demands 
of the market 

But at the same time, the industry 
can live up to and maintain that fine 
record of achievement only if it looks 
ahead into the future and gets its 
house in order so that, come what may, 
it will not merely survive but will 
come through the trying years that 
may lie ahead, always with flying col- 
ors 


e Gird for Battle—Ir is only a ques 


intensive 


purchase 


\ /Serutinize 


and inventory rec- 


ords of last 3 years 


ou Can 


tion of time as to when the impact of 
the defense program on the electrical 
wholesaling business will taper off, 
and then it will be a case of intense 
competition and constant fighting not 
only for sales volume, but for profit 
margin and the ability to stay in busi- 
ness 

As I see it, the question of whether 
an electrical wholesaler of today will 
be the wholesaler of tomorrow evolves 
around how soon and how well he 
gets his house in order by taking the 


following basic actions 


1. Make a comprehensive analysis 
of the 
can economically and efficiently 
operate, specifically from the 
standpoint of actual potential 
buyers their specific re- 
quirements 


territory in which you 


and 


Make an intensive study of all 
present accounts receivable on 
the books from the standpoint 
of character of purchases, major 
product lines bought, sales cost, 
servicing cost, and profit poten 
tials of each line. 

Analyze the inventory and pur- 
chase records for the last three 
years and determine the actual 
sales per annum, the average in- 
vestment in stocks on hand of 
each important line of branded 
products, and the relation of 
profit margin to stock invest- 
ment and rate of turnover 
Make an objective study of the 
internal operations of your es- 
lishment to determine whether 
or not operating costs can be re 
duced and, if so, where; or the 
efficiency of staff members in- 
creased; or the effectiveness of 
the entire service organization 
improved 

Make an intensive study of the 
competitive situation in the ter- 
ritory in which you now oper- 
ate, with particular emphasis on 
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A Examine your opera- \/ Analyze the competi- 


tions to see where 


costs can be cut 


tive situation in your 


territory 


repare Today for 


the sales and promotional activi 

ties of your competition, and try 

to ferret out things that your 
competitors are doing which you 
might do also in order to im 
prove your Competitive position 

On the matter of analyzing your 
territory, I do not mean just a casual 
effort, but rather a procedure by which 
maps of the cities and territories are 
those maps 
should be marked the specific loca- 
tions of present buyers as well as the 
locations of potential buyers of elec 
trical 


obtained, and then into 


materials. If each salesman is 
compelled to do just this, the process 
is apt to uncover a good many poten 
tial buyers that have been neglected 
If then the particular requirements 
of all present amd potential buyers are 
studied on the basis of the character 
of their business and size, etc., an in- 
telligent sales approach can be pre 
pared to fit each situation 
e Point of No Return—Where the 
operation of a wholesaler involves a 
large territory, it would be well to 
study the cost of sales coverage and 
servicing of orders to the outer fringes 
and determine the radius from the 
warehouse at which diminishing re- 
turns must be expected because the 
profit potentials are reduced by the 
cost of handling the business. In other 
words, there is always a point at which 
it becomes cheaper to let a fellow who 
covers the same town from a different 
distributing center have the business 
My second point on the studying of 
accounts receivable ties in closely with 
the first point because I doubt whether 
there are many 
not carry on their books accounts on 


wholesalers who do 


which they are constantly losing 
money, either because of distance in- 
volved, or the crankiness of the cus- 
tomer or his buying practices. Elimi 
nating accounts on which no money 
be made leaves more time and 


effort for the good customers and for 


can 
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digging out new ones in your area 
e Dead Dollars—The study of in 
ventory and purchase records is ex- 
tremely important because money tied 
up in merchandise that is not moving 
or money tied up in carrying too many 
parallel lines is just as dead and un- 
productive of profits as the money tied 
up in the stone and mortar of a build- 
ing 

When the different lines of branded 
products are studied in their relation- 
ship to competitive lines, the turn 
over record should be appraised in 
the light of how much or how little 
cooperation the manufacturer of a 
particular brand of product extends to 
his distributors and how much adver 
tising and promotional activities the 
manufacturer sponsors for the purpose 
of building up acceptance and demand 
for his products. 
e Two-way Street—In this connec- 
tion, I should remind you that that co- 
operation is a two-way street, and that 
when a manufacturer recognizes a 
given wholesaler as his distributor, he 
has the right to expect that wholesaler 
to perform all the functions that can 
be rightfully expected from him if he 
wants to enjoy the advantages of get- 
ting distributors’ discounts 

Point four does not need much elab- 
oration because I am sure each of you 
knows what studying internal operat- 
ing costs means. That is the one phase 
of the operation over which you have 
absolute control. And if there is much 
inefficiency, or perhaps a lot of your 
goods go out the back door without 
your getting the money for them, or 
if there are leakages here and there, 
you are the one and only fellow who 
can stop them 
e Staff Job—That matter of studying 
your competition also cannot be over- 
emphasized. Your outside salesmen are 
not only your ambassadors but also 
function as your antenna for picking 
up information and angles on your 


\/ Study your financial 
setup from stand- 


point of liquidity 


Tomorrow 


competition that very often can keep 
a good account of 
getting a good new one. The 
thing holds true with the men behind 
the 


you from losing 
same 
service counter as well as those 
who have telephone contact with your 


present and prospective customers 


Then 


should be added to the preceding five 


there is a final point that 


6. 1 think you should make a care- 
ful study of your financial struc- 
ture from the standpoint of your 
liquidity as far as operating cap 
ital is concerned. Many of you 

perhaps have tied up a lot of 

working capital in new build 
ings and new equipment. There 
is nothing that you can do about 
the money invested in equip 
ment, but when it comes to the 
money tied up in brick, mortar 
and land, you might consider the 
followed by 


practice many of 


the nationally operating chain 


stores Of Organizations 


The secret of making a good profit 
in the fast moving retail chain busi 
ness is the Same as it 1S in your bus: 
ness, namely, fast turnover at a reason 
able profit. And you can’t get any turn 
over on the money that is tied up in 
buildings. That is why so many chain 
organizations do not own the build 
ings they occupy, except under un 
usual circumstances. Instead they may 
buy the land and put up the building 
and then sell it and lease it back from 
the investor at a reasonable rate, there- 
by converting the money tied up in 
brick, mortar and land into operating 
capital, where they earn profits on 
larger volume of sales and faster turn 


. 


over 2 


*Excerpts from an address, entitled “I 
Be or Not To Be—A Wholesaler de 
livered at the second “Industry Day” Meet 
ing of the Southeastern Electrical Whol 
salers Association, Atlanta Biltmore Hotel, 


Atlanta, Ga., January 24-25, 19 
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AIR trade at the moment is like a 
barbershop quartet with all mem 
bers singing different songs 


One of these songs calls for modi 





fying interstate fair trade regulations 
while rwo others are voicing demands 
for modification of the Sherman Ant 
Trust Act. A fourth wants to junk the 
basic Miller-Tydings law. All four are 
now in the form of bills before two 
Congressional committees 

Just which one will get a hearing 
first before Congress is not definite at 
this time, but latest reports indicate 
that a measure backed by the Na 
tional Assn. of Retail Druggists has 
the inside track. Known as the Mc 
Guire bill, the measure seeks to mod 
. ify interstate fair trade regulations 
Price-Cutter Versus a <a Reason for all the hullabaloo before 
Congress at this time is the knockout 
blow fair trade took last spring from 
the Supreme Court in the Schwegmann 
case on the price of & bottle of liquor 


oe 


Many merchants and manufacturers 
want fair trade laws guaranteeing fixed 
minimum prices for branded merchan- 
dise, but the various factions seem to 
be unable to get together on the spon- 
sorship of a single measure 

Without fair trade laws, price cut 
ters have a field day by trading on 





the reputation ot branded goods. These 
goods constitute only 10 per cent of 
the goods sold by most retailers. As 
customer bait, the branded goods are 
easily sold below cost, while a large 
profit is made by taking sky-high 
markups on unbranded goods 

Here's how it works: The unscru 
pulous merchant reduces prices on na 
tionally advertised articles on “sales 
to induce customers into his store 
Once in the store, the customer very 
often purchases an additional marked 
up item as well as the price-cut 
branded item. The profit made on the 
markedup item balances out the loss 


aa Price-Maintainer on Same Block taken on the branded item. In effect, 


In the Washington Heights section of New York, two neighboring appliance the merchant is merely trading on the 
retailers are fighting it out for local business: one on the basis of reg- good will created through much ex 
ular prices and service, the other on the basis of slashed prices. This pense by the manufacturer of branded 
situation has many counterparts elsewhere and, in New York at least, is goods. But in creating good will for 


evidence of how small dealers are openly adopting the discount house idea. himself, the merchant destroys the 
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LCE fined 


Aspirin for Fair 


good will of the The 
Customer is reluctant in the future to 
pay a fair price for the branded item 
after obtaining it at cut-rate prices 

e Small Retailer Hurt — Cut 
throat, jungle-type loss leadering 
drives many small retailers as well as 
manufacturers to the wall. While the 
large retailer is able to practice this 
type of unfair competition, it is diff 
cult for the small retailer to compete 
on the same scale. Last spring when 
fair trade laws were dealt a severe 
body blow by the Supreme Court in 
the now famous Schwegmann deci 
sion, Macy's in New York plunged 
into a price-cutting spree on branded 
items. Other large retailers in the city 
joined the party and sank to the same 
giddy price-cutting depths as Macy's 

At the height of the sprint for new 
price lows, Macy's actually sold Bayer's 
aspirin for as little as nine cents for 
two 100-tablert bottles. This not only 
harmed the aspirin manufacturer but 
retail druggists in the area as well 
The druggist is limited in the number 
of items he sells. He can’t afford to cut 
his price on aspirin to the same level 
as the large department store which 
makes up the difference by selling 
thousands of other profitable items 
And once the word has spread that an 
item has sold for as low as nine cents, 
it is automatically 
higher price. 

Not only the druggists, but other 
small retailers find themselves in the 
same fix when competing with their 
larger brothers in a price war. They 
just don’t have enough unrelated ar- 
ticles on which there is a good margin 
of profit to make up the loss on “bar- 
gains.” The little fellow must make a 
fair profit on practically all items if he 
is to stay in business. In effect, fair 
trade is meant to prevent competition 
—unfair competition. 

e Laws Adopted in °37 — Fair 
trade laws were born during the De- 
pression. These economic devices were 
thought up by the New Deal to raise 
and stabilize prices. Since 1937, fair 
traders have depended mainly on the 


manufacturer 


boycotted at a 
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Miller-Tydings amendment w_ the 
Sherman Anti-Trust Act for 
tion. This act permits manufacturers 


minimum resale 


protec 


to fix and enforce 
prices for trademarked products in- 
volved in interstate commerce 

Most of the states also passed fair 
All states 
tion of Texas, Vermont, Missouri and 


trade laws with the excep 


the District of Columbia—allow trade 
mark manufacturers to set minimum 
resale prices on their products 

Until last spring's Schwegmann de 
fair 
traders had ample protection in 45 


cision by the Supreme Court, 


states. Non-signer clauses in the state 
laws made all retailers observe a man- 
ufacturer’s price schedule if one re 
tailer in the state signed a fair trade 
contract. Many retailers especially 
the small ones—signed. It put them 
on an equal footing with their larger 
neighbors 

e Loophole Found — But there 
was a loophole in the fair trade laws 
—and it took a Louisiana supermarket 
owner to find it. The gimmick used by 
the Louisiana retailer revolved around 
the Miller-Tydings amendment. The 
amendment exempted the state fair 
trade acts from the operation of the 
but 
laws said nothing about non-signers 
the market 
He lost 


before 


anti-trust laws, unlike the state 


Schwegmann, owner 


hadn't signed two cases in 


lower courts the Supreme 
Court decision in his favor. The court 
said the manufacturer must make an 
individual agreement with each re 
tailer on all goods sold in 
commerce. 

Macy's promptly 
maker at fair trade price fixing. In one 
day it marked down its tags on 5,978 
name items. The manufacturers kicked 


But Macy's went right on and was 


interstate 


swung its hay 


joined by other non-signers in lower- 
ing prices. 

Shoppers had a field day in various 
department stores—large ones. At the 
height of the battle, one woman was 
even heard issuing the following or 
ders to her children 

“Bobby, you go to the Mixmasters; 


Trade Ills 


Helen, you take the escalator and line 
up at the Underwood portables, and | 
will get in line to buy Papa a Pain 
Beach 

Small retailers tried to get int 
failed to 
minor part in the show 


foo, 


play even 
At the height 


of the price war, they had 


act but 
fewer cus 
formerly 

e Lefe Without Protection—Th« 


tomers than 


price war was shortly to fade from the 
But 


retailers 


headlines the producers, whole- 


salers and whose systems of 


marketing had become woven with 


the control of minimum resale prices 


were left without protection for their 


million-dollar investments. Control 


over their product was severely lim 


ited by the Supreme Court decision 
They realized that their systems of 
marketing would 


Hardest hit by the 


have to underg 


change decision 
were the appliance, liquor, drug, cos 
jewelry, silverware 
book, 


tobacco products industries 
Fair 


metics, sportung 


goods, auto accessories and 


now begun t 
legal 
minimum re 
sale prices. They know the only solu 
1 
l 


traders have 


grope for an effective formula 


tor the maintenance of 

, 
con is tO Make [recta price mainte 
nance binding upon non-signers by 


law. While 


this 


they are in agreement on 


point, they are in complete dis 
achieve the solu 
like 
non-signing 
On 
the d gists are push- 
Their bill, the M« 


Guire bill, is unlike that proposed by 


agreement on how to 
The 


( ongress to 


tion manufacturers would 


put some 
teeth into the Miller-Tydings law 


the other hand 
ing another bill 


the manufacturers in that it 1s a 


Federal 


writ 
ten amendment to the Trade 
Commission Act instead of an amend 
Act 
The manufacturers don't like it. They 
think it gives the Federal Trade Com 


ment to the Sherman Anti-Trust 


mission too much power 

Price cutting for the 
temporarily halted. But the 
shortages Cannot continue ind 
Swollen 


present has 
been 
efinitely 
inventories will once again 
bring on price wars if the fair traders 


don't obtain a new law 








SOUNDING OFF . . 


Speaker: Harry Alter, Harry Alter Co., Chicago 

Topic: The Electrical Life Line 

The electrical life line is a high-tension, super-charged live wire, winding its 
way through every segment of the electrical industry: the connector between 
electrical contractors, wholesalers and manufacturers of all electrical products 
which operate on energy supplied by . utiliry companies But with 
scarcities Or not, your work must go on, for nothing could be of greater im 
portance to future generations of home owners, and we in the distributive end 
of the industry must learn to help you more; to support your work better and 
organize to pass on your teachings to all. . Certainly we distributors can 
help by seeing that our wholesale salesmen understand the far-reaching, long 
term benefits to them from the adequate wiring program.” 


Speaker: D. G. Kimball, Construction Materials Div., General Electric Co 
Topic: What Are the Possibilities—and Problems—in the Use of Aluminum 
for House Wiring? 

Wiring devices such as switches and outlets make use of copper and its alloys 
for several excellent reasons Since aluminum does not possess these quali 
ties in a comparable degree, its use in wiring devices to assure the better com 
patibility with aluminum wire is not practicatle in these applications At 
the present time, the safest course would seem to be to continue to use copper 
conductors in the branch circuits of residential occupancies The attention 
this problem is now receiving bids fair to bring about an early solution 
As for answers today, the most pertinent one for the wiring device industry 
seems to be, ‘We don’t know for sure 


Speaker: C. B. Osborne, Electric Power Board of Chattanooga 
Topic: Wiring under the Controlled Materials Plan 
In making our field surveys . we came to the conclusion that the chief 
savings in copper would have to be effected in the service entrance that 
by choosing the service loop contact and the meter location more with an eye 
to conserving the house service cable expenditure with only slight modifica 
tion to our overhead facilities plan, that it was possible to conserve copper 
Where wiring and service entrance installations had been recently com 
pleted, we found that . planning would save from 10 to 20 pounds of 
copper. We studied the potential savings in copper which might be effected ir 
the wiring we found that by wise choice of service locations we could often 
times cut down on circuit runs to major appliances and heating equipment 


Speaker: R. M. Douglass, Dallas Power & Light Co., Dallas 

Topic: The Dallas Adequate Wiring Program 

Any progress that we have made in Dallas cannot be credited to any one 
individual group. The combined, enthusiastic efforts and cooperation of the 
architect, builder, electrical contractor, utility company and the Dallas Adequate 
Wiring Committee has started the ball rolling. Although we recognize the con 
tribution of various groups in the promotion of adequate wiring, we feel that 
by working with the builder, both custom and project, we are raising the 
level of residential wiring in a greater number of houses. Of the approximately 
300 Dallas home builders, 120 are actively participating in the adequate wiring 
program and have had one or more homes certified. Of these builders, abour 


30 are custom builders and the rest project developers.” 


(The full story of the National Adequate Wiring Conference will 


At the National Adequate 
Wiring Conference, Chi- 


cago, Ill., January 24-25 


appear in the March issue.) 
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“Now don't go away mad—I can always cancel that order for '2 
dozen 15 amp. fuses, you know.” 








PART Il 


AST month in our discussion we reviewed briefly some 

L of the fundamental factors to be considered in making 
sales approaches and gaining the attention of Ccus- 

tomers. We noted that there is no magic formula that will 
automatically produce successful sales. We doubt that 
there is any one man who can show another how to make 
every call result in an order 

However, a great amount of information on good sell 
ing practices is available to the salesman. This knowledge 
can and should be applied by every salesman who wants 
to build a better future for himself. 

Assuming that we have been successful in gaining the 
attention of the customer, let us now review some of the 
factors to be considered in constructing a sales story. First, 
we should realize that although our approach requires a 
certain amount of dexterity, we do have the advantage of 
being able to plan ahead and provide ourselves with a 
script. We may find that slight changes are necessary as 
we start talking with the customer, but, in general, we 
know that we can direct the conversation along the chan- 
nels we have selected before entering the customer's office 
or store. 

Once we are past the attention-attraction point, we 
must launch ourselves into a sales presentation. From 
here on, we must demonstrate our true ability as salesmen 
We'll have to be fast thinking. We must know the an- 
swers. We must tell a convincing sales story 


e In order to arouse interest the salesman has attracted 
the attention of the prospect to himself—not the products 
Therefore, as soon as the individual attention is gained, 
the salesman should lead the conversation to a discussion 
of the products. If the salesman has included a challenge 
in his opening remarks it is fairly easy to move on to the 
sales story. In other words, you have already aroused inter- 
est by posing a suggestion that received a “yes” reply 
Now the prospect wants to be told how it can be achieved 
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Prepare For Progress 


and Success Will Follow 


e@ Stay away from the superlatives. If you over-empha 
size Or exaggerate tO a degree that it cannot be substan 
tiated, you're in trouble before you start 


e Try to maintain the curiosity of the prospect that 
was aroused when you first entered 


e Get the prospect into the sale. Work your products 
nto an actual program or job that the prospect has under 
way. This is a good device for avoiding a presentation 
that forces the salesman to talk too much. The most effec 
tive method for continuing interest by a prospect is to get 
him to participate in your sales story 


e Actually a sales presentation is a thorough talk about 
the product or products, related specifically to the pros 
pect. It might be largely a factual, logical description or 
it may be a vivid appeal to the prospect's imagination 
In one instance the salesman may talk quality, in anothe: 
quantity or service. Regardless of what course the presen 
tation takes, it should be specific. Generalities will lead 
to floundering 


e Your sales talk should be aimed at appealing to onc 
of the basic motives for buying. Most of your prospects 
buy for one of the following reasons 

Self-preservation 

prosper 

Pride—he wants to be able to offer or use the best 


he wants his business to grow and 


equipment. 
Curiosity—he wonders if it will measure up to the 
description 


e Any good sales story is built on a foundation of mer 
chandise values. This means that you, the salesman, must 
know the products thoroughly. You must know where and 
how they are made; what special processes are used in the 
manufacture; what inspection steps are taken in the pro 
duction; what guarantees are offered. Every salesman 
should know the history of the products he sells. He 
should have examined the items 


e If the salesman has a thorough knowledge of the 
products, he is in a position to develop a sales story right 
on the spot that will appeal to the customer. The well 
informed salesman soon learns to put his finger on the 
problem that his prospect needs solved—or the idea that 
has captured the interest of this prospect. It might be a 
suggestion of larger volume, bigger profits, expanded 
markets, better quality, faster turnover or lower prices 
A good sales presentation suggests and then proves that 
the prospect will be in a better position by purchasing 
the products. It shows a customer how he can make a defi 
nite gain 











By Francis W. Sullivan 


U was plain that the contractor-dealer didn't want any 
water heaters. It was plainer still that electrical whole 
saler’s salesman Bill Gorman wasn't making much 
progress trying to show why he should take on his line 

Mr. Maisel,” he was saying, “you can’t go wrong with 
this line of water heaters. It's made by the T.B.X. Com- 
pany. If anybody should know how to make water heat- 
ers its T.B.X. They've been in business for 58 years and 
their name is a household word. People will come in and 
demand these heaters 

Nobody has yet,” interrupted Maisel 

People won't buy what they can’t see,” Bill came back 

“Listen,” Maisel said firmly. “You've got a good water 
heater. It's advertised. I've heard about it. The markup is 
O.K. But I still think it won't move. I've got enough slow 
movers around this place now.” He waved his arm at the 
floor and shelves crowded with small and large appliances 
What I need is ways to make my customers buy what 
I've already got.’ 

But this heater will move,” Bill replied, almost plead- 
ing his case. “Look at these features.” He pointed to the 
descriptive folder he had laid on the counter between 
them which showed a cross-section of the heater in three 
colors. He proceeded to take Maisel on a tour of the 
indicated features—heavy galvanized steel tank, fiber glass 
insulation, two magnesium anodes, heating unit of special 
metal sealed in a seamless copper tube, and so on 

Maisel listened patiently, but it was obvious that Bill 
was getting nowhere. At the end, Maisel glanced at Bill's 
card and said, “Sorry Mr. Gorman, but the answer is still 
the same. As I said before, you've got a good water heater, 
but you haven't given me one good reason how or why | 
should sell it. Suppose you come back in a couple of 
months and see me again. You'll have to excuse me now 
He went off to answer the telephone 

Outside on the way to the car Bill shook his head. “J 
can't understand it,’ he said, more mystified than dis- 
couraged. “Here I've got a salable product, something 
that people need, made by a top company, advertised and 
carrying a good profit, and yet when I try to sell it, all I 
get is a brush-off. I’m about ready to give up.’ 

My role as observer was ended; the toughest part of my 
assignment, that of curing sales ills, lay just ahead 

It's nothing that can't be fixed,” I told him, and 
peeked at my watch. “Look, Bill, it’s after 12. Suppose 
we go to lunch and talk it over.” 

Bill was in the same tough situation as a lot of other 
young salesmen starting their careers after the war. Hired 
by a large electrical supplies wholesaler as potential sales 
material, he had spent two years “inside” learning the 
business, first in the stock room and shipping department, 
then selling over the counter and later in the front office 
In the spring of 1951, when the company decided to 
open up new territory, Bill was given his chance 

This was the time of the Big Freeze which followed 
the panic buying at the start of the Korean war. Then, 
even the best salesmen found themselves bucking con 
sumer resistance, overstocked shelves and increased credit 
restrictions 

To break him in, the company sent Bill out with a 
couple of veteran salesmen who were kept so busy calling 
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You Don’t Sell Merchandise .. . 


Convince Em 


on their old accounts that they had long since forgotten 
how to open up new business in a difficult market. Their 
sales training consisted of introducing Bill to old friends, 
passing the time of day pleasantly and writing up routine 
orders for lamps and scarce wiring supplies. It looked 
iike a salesman’s dream 

When Bill got out into his own territory where there 
was no backlog of business and where competition had 
left its mark at every stop, the sudden awakening startled 
him. His lack of selling know-how had made him an easy 
victim of indifferent prospects already worried by their 
own problems. What Bill needed most was the ability 
and confidence to tell a sound, convincing sales story de- 
signed to help dealers solve these problems. It was at this 
point that I was called in as a medicine man to prescribe 
a remedy. 

The hotel dining room was pleasant and the chopped 
steak good. I steered away from business until Bill was 
relaxed and smiling. When the cigarets were lit, I said 

“Maisel was right this morning when he said you 
hadn't given him one good reason why he should stock 
and sell our water heaters 

“What more could he ask for? Those features I showed 
him—they’re nothing short of terrific. Anyone should be 
able to move a product like that in no time.” 

“Granted. Those features are great. But you've got to 
know how to use them, and to know that, we've got to 
get back to first principles for a minute 

“Everything people do they do for a reason. We just 
ate to satisfy our hunger, we sleep to restore our strength, 
we go to the movies because we crave entertainment 
There is a reason or motive behind everything we do and 
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. . - You Sell Customer Benefits 


With Benefits 


that applies especially to buying. The reason we buy 
things is because of the benefits we'll get from them- 

because of some need they'll satisfy. Sometimes it's a 
foolish need, but we still want it satisfied.’ 

“Yeah, I know,” Bill said, fingering his necktie, “but 
where does Maisel come in? 

“You didn’t show him the definite benefits that he or 
his customers would get from our water heater. You just 
gave him a catalog of those features you mentioned—and 
stopped there. That's where a lot of sales are lost.” 

“I can see that all right,” Bill admitted slowly, “but how 


do you show these benefits? Just how do you work it? 


I glanced at him. “That's a good looking suit you're 
wearing. Why did you buy it? 

“What?” 

“Why did you buy that suit? You must've had some 
good reasons.” 

He thought a moment. “Well, I liked the color. I liked 
the material, too. I liked the way it was made—and the 
price. The fit, too, although the tailor could fix it.” 

“Yes, those sound like the reasons—at first. But they 
aren't the real reasons. They're just certain features of the 
suit you felt would satisfy your taste. Think it out now; 
what did you really believe that suit would do for you? 
What benefits were you looking for?” 

He looked startled, and then suddenly alert. He thought 
it out carefully. 

“Maybe this is it,” he said at last. “I felt the color would 
give me pleasure because it was in good taste—just right 
for me. The material was tough and would hold its shape; 
that meant it would give long wear and need less pressing 
and save me money. The way it was made would give me 
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a smart, stylish look—an effect of quality, maybe. And 
the price. If I were getting all those advantages for the 
price 1 paid, I felt 1 must be getting the best value for 
my money. I guess those are the rea/ reasons why 1 bought 
the suit.” 

“Right. Now let's apply the same principle to your 
interview with Maisel 

It took a little time to sink in 

Maybe I can,” he said. “Maybe | can,” he repeated 
raising his tone slightly as he pushed away from the table 
and stood up. “Let's get going, we've got work to do 

We paid our check and stopped off at the lobby. Bill 
excited now, sat down on a stiff chair before a writing 
desk and took out the three-color folder on the T.B.X 
water heater and a sheet of paper 

Before you begin,” I said, “you do believe, don't you 
that Maisel has a need for the product? 

Certainly. Any dealer who has prospects to sell needs 
it. Maisel is one of the leading contractor-dealers in town 
His only problem is how to be able to move the heater 
and how to show people why they should buy it 

Right. Go ahead 

Bill set to work. First he made a list of the features he 
considered most important. They were approximately the 
same ones he had rattled off to Maisel in the morning 
Next, together we figured out what benefits each feature 
would bring to a user. When we had finished, the list 
looked something like this 


Sales Features Customer Benefits 


extra heavy, Safety and 
long life, minimum serv 


Steel tank 
galvanized, tested well 
above working pressure 
ten-year service plan 


pre rection, 


ice COSt, Customer peace of 
mind and satisfaction 


Fiber glass insulation Holds heat in tank, less 
314 inches, berween tank reheating needed, saves 
and jacket electricity, maximum heat 


No more rust spots de 
veloping into major tank 
repairs, clean water, pro 


Magnesium anode rods 
neutralize corrosive action 
of water; deposit protec- 
tive film on inner surface 
of tank; replaceable 


tection and 
through long life 


economy 


No wasted current, every 


kilowatt used for heating 
water, economy, maxi 
mum performance, fast 
operation, continuous un 


Heating unit special 
metal imbedded in pro 
tective chemical and sealed 
in seamless copper tube 
always in direct contact 


interrupted serv 
with weer errupted service 


Trouble-free service, maxi 
mum economy, Positive 
operation no waiting 


Tank-mounted thermostat 
rugged; highly sensitive 
to temperature changes 


White baked enamel body Easily cleaned, neater cel- 
and black base: no crack- lar, cleaner house, less 
ing or chipping work, pride in appearance 


Contributes to modern Replacement for anti 
living quated, inefficient heater 


There were some additional features to go over, but 
these seemed to offer the most important benefits to the 
(Continued on page 101) 








By W. T. Stuart 
Editor 


Electrical Construction and Maintenance 


WICE in ten years the electrical 
industry has “had it.” Its key metal 
becomes scarce, then rationed and 
channelled under government 
trols. As a major user of copper, the 
industry contributes a major share to 
the insatiable demands of mobiliza- 
tion and war. Only small increases in 
the rate of supply can be expected. 
The word goes out to economize 
The non-functional use is small and 
Ohms Law is stubbornly indifferent to 
the needs of the times. So economy 


con- 


means fewer motors and less wire, at 
a time when they are needed in vastly 
greater abundance 

The goes to substitute 
But electrical requirements are pecul- 
iarly exacting. Only is one other metal, 
silver, an electrical substitute. It is far 
less abundant and much more expen- 
For electrical conductivity, alu- 


word out 


sive 
minum comes within practical reach 
Buc aluminum is just as severely con- 
trolled as copper. Worsening of the 
military outlook would bring a virtual 
cut-off of aluminum use for any other 
purpose than aircraft production. So 
it cannot be considered as a war-time 
substitute for copper conductors. 

For a mobilization economy, how- 
ever, aluminum has the distinct ad- 
vantage that very large increases in 
the available supply can be brought in 
over a comparatively short lead time 
The U.S. capacity in early 1951 was 
1,507 million pounds. Additional ca- 


pacity under construction will about 
double this in 1953 to an expected 
total of 3,019 million pounds. On the 
long haul, there is no practical limit 
to producing all the aluminum that 
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the absorb at stable 
prices. 

e Considerations—The consider 
ations involved in substituting alumi- 
num for copper as an electrical con- 
ductor divide into four categories as 
follows: 

1. Relative conductivity. 


2. Splice, joint and terminal meth- 


economy can 


ods. 

3. Physical characteristics. 

i. Adaptability to end use. 

Pure aluminum conductivity is 61 
per cent of copper. Resistance per 
circular mil/foot is 17.5 ohms com- 
pared with 10.8 for copper. This is an 
important figure for wiring as it is 
needed for calculating voltage drop. 

For conductor capacity, the Code 
lumps several factors into one. “For 
aluminum the allowable 
current-carrying capacities shall be 
taken as 84 per cent of those given in 
the table for the respective sizes of 
copper conductor with the same kind 
of insulation.’ 

On rule of thumb, for equivalent 
insulation, the carrying capacity of 
copper wire can be matched with the 
second A.W.G. larger size of alumi- 
num. On sizes of No. 6 and larger, 
aluminum with RH insulation has the 
same Carrying Capacity as copper with 
type R insulation. 

e Wire Layout—Using the 84 per 
cent rule with the Code tables and the 
17.5 ohm resistance factor in voltage 
drop calculations, the design and lay- 
out of a wiring system with aluminum 
wire presents no unusual difficulty 

As a general rule, an aluminum con- 
ductor run will require the next con- 
duit size larger than copper for equiva- 
lent capacity. This will be true also of 
pull boxes and fittings. Another point 
of special importance to layout engi- 


conductors 


neers is allowing for larger conductors 
at switches and apparatus. Wiring 
space, lug sizes and terminal areas 
evolved around copper wire sizes and 
may present installation diffi 
culties 

e Oxide Problem — Pure alumi- 
num acquires almost instantly a tough 
coating of aluminum oxide. It is this 
surface which gives aluminum its ex 
cellent resistance to atmospheric cor- 
rosion. The oxide, however, is a poor 


some 


conductor. For good electrical contact, 
it must be removed and penetrated 
while protected from air and the con 
tact surfaces permanently sealed against 
air and moisture. 

e Electrolysis Problem — Alumi 
num falls at the anodic or corroded 
end of the galvanic series while cop- 
per falls toward the opposite cathodic 
or protected end. If 
brought into contact with copper in 
the presence of an electrolyte (moist 
industrial atmospheres, sea air, etc. ) 
rapid deterioration of the aluminum 
will take place. Once started the proc 
ess is aggravated by higher contact 
resistance and may fail by the alumi 
num conductor eventually 
away from the connection. 

Since neither of these conditions are 
detectable by test or inspection at the 
time of installation, the quality of 
workmanship, the methods and _ the 
connecting devices used are critically 
important. These considerations 
fundamental to aluminum conductor 
application. They are also new and 
unfamiliar in interior wiring systems 
since, heretofore, the metals in close 
electrical contact were all grouped near 
one end of the galvanic series and cor- 
rosion was visibly apparent. 

The use of aluminum for all con- 
ducting elements in the wiring system 


aluminum is 


burning 


are 
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would eliminate the problem of elec- 
trolysis (but not the oxide problem). 
This is a prospect for long range de- 
velopment, but impractical for current 
consideration. It would involve new 
designs and tooling for thousands of 
individual electrical products, dual 
manufacturing layouts, dual lines and 
stocks. 

e Mutual Friend — Fortunately, 
tin (as well as a few other metals) is 
electrolytically “friendly” to both cop- 
per and aluminum. Thus a heavily tin- 
plated copper connector can be used 
to connect aluminum wire to a copper 
stud, or copper wire to an aluminum 
bus. Tin-plated aluminum devices, like- 
wise, appear to be entirely practical 
for copper-to-aluminum connections 

Some understanding of the electro- 
lytic hazards in applying aluminum 
wiring is important. However, with 
the proper use of connectors approved 
for the purpose, the probability of 
trouble from this source is effectively 
minimized. 

The oxide problem occurs wher- 
ever a contact is made to an aluminum 
conductor. The oxide must be re- 
moved or penetrated and prevented 
from re-forming. This can be done by 
scrubbing the conductor with a wire 
brush after a coating of compound 
(usually a petroleum base paste) has 
been applied. The paste protects the 
aluminum surface from air 

e Penetrates Oxide—A new com- 
pound, Penetrox A, has been developed 
to eliminate the need for removing 
the oxide. Suspended in the paste are 
sharp granules of metal. As pressure 
is applied, the metal particles cut 
through the oxide and establish a low 
resistance connection with the alumi- 
num conductor. This development is 
one of fundamental importance be- 
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cause it Rives a measure of assurance 
to the installer that if a good me- 
chanical application is made, a good 
electrical connection has probably been 
established. 

Bolted type connectors of one manu- 
facturer have U.L. approval provided 
they are used with oxide breaking 
and inhibiting compound. Compres- 
sion type fittings, indented circularly 
with special tools, of the same manu- 
facture are also approved provided the 
indent is applied with the proper die 
and Penetrox A compound is used. 

e Welding Practical—Inert gas 
welding is a practical method for larg- 
er conductors. The aluminum conduc- 
tor is welded to an aluminum lug in 
the presence of an inert gas like argon. 
Since they are like materials and no 
contact surfaces are involved, ordinary 
skill produces a thoroughly satisfac- 
tory electrical connection 

e Soldering Not Hard — Solder- 
ing of aluminum to aluminum is rela- 
tively easy if the surfaces are carefully 
prepared by thorough’ wire brushing 
through the flux. Special aluminum 
fluxes and solders are required. While 
aluminum can be soldered to copper, 
such joints can be a source of trouble 
and other methods should be em- 
ployed. 


Good practice depends upon 


1. Satisfactory removal or penetra- 
tion of the oxide film. 


2. Inhibiting the re-formation of 


the oxide film 

3. Presenting a low contact resist- 
ance surface of a material which will 
not react galvanically with aluminum. 

On the basis of current laboratory 
findings and field experience, it can 
be stated that for sizes of No. 6 and 
larger, satisfactory methods of connect- 


ing and terminating aluminum con- 
ductors are available within the capac- 
ity of the skills and supervision 
normally available on larger jobs. 

For equivalent current capacity, alu- 
minum conductors, disregarding insula- 
tion, weigh about half as much as 
copper. They have about 70 per cent 
of the tensile strength of their copper 
equivalent. Lighter weight is a distinct 
advantage, .particularly in the larger 
sizes. Tensile strength is a relatively 
unimportant consideration in conven- 
tional interior wiring system installa- 
tions since pulling-in force near ulti- 
mate wire strength would risk damage 
to the insulation. 

Aluminum wire has a lower melt- 
ing point than copper, 1216 degrees 
F. as compared with 1981 degrees F., 
respectively. It is also less elastic and 
the smaller sizes are more likely to 
break if nicked. It also tends to work- 
harden with handling. Under great 
pressure, aluminum tends to “cold 
flow.” The design of pressure connec- 
tors, therefore, includes relatively larg- 
er contact surfaces and provisions for 
distributing pressure equally over the 
contact area 

e Bus Bar Applications—Alumi- 
num bus bars have been used satis- 
factorily for many years. But what 
about enclosed bus systems of the 
type so widely used in industrial work 
today? Aluminum bus of the same 
cross-section as copper will have re- 
duced capacity in the ratio previously 
noted or if the bus cross-section can be 
increased to give equivalent capacity 
It has a decided advantage in weight 

The oxide and electrolysis consid- 
erations are also important in bus 
work. Joints and terminals on alumi- 
num may be made up with oxide 

(Continued on page 98) 








Guy Ederheimer, Jr., talking to Honeywell representative Don Pearcy 


“The Demand For Honeywell Controls Is 
So Great We've Put In A Separate 


Temperature Control Division” 


says Guy Ederheimer, ir., Executive Vice President of Chicago's Electric Supply Corporation 


“We took on the Honeywell line about three 
years ago, because we figured it was logical for 
an electric wholesaler to handle automatic heat- 
ing controls. Today we know it was a wise 
decision. After all, most heating controls are 
installed by electricians—the same customers 
who buy our friction tape, wires and switches 

“Today the demand — and even more impor- 
tant, the sales potential—is so encouraging we've 
set up a special temperature control division 
An experienced heating control sales manager is 
in charge. With this organization, we're going 
to be even more active in promoting the 


Honeywell line in 1952 

“Honeywell controls round out our line of 
electric supplies nicely 
over-the-counter items, with insignificant han 


They're high-profit, 
dling costs. They're a wonderful accommodation 
for many of our customers, too, who now have 
another reason for doing business with us 


Put fast-moving Honeywell controls, like the 
thermostat line shown on the next page, on 
your shelves. Get your customers to buy their 
heating controls from you! 


Another Plus-Profit 
Idea From Honeywell 


WON YW 
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“Now We're Telling Our Dealers To Bring 
Their Temperature Control Problems To Us” 


“With our own temperature control division staffed with 
experienced personnel, we are now encouraging dealers to 
bring their heating and temperature control problems right 
here. This new plan works two ways—it's a service to our 
customers, and means more business for us. We carry the 
complete Honeywell thermostat line—and here's how we 
advise dealers to use it.”’ 


CHRONOTHERM TM650 

“For most standard jobs on any 
oil, gas or stoker installation, we 
always recommend the clock 
thermostat. It has automatic night 
set-back and morning pick-up 
which gives homeowners a nice 
warm home to get up in. And 
it saves them money on fuel.” 





LINE VOLTAGE THERMOSTAT 144 


“My heating control sales man- 
ager tells me this snap-action job 
can't be beat for light duty line 
voltage installations. It really 
solves the problem for dealers, 
where direct control of small 
motors, unit heaters, coil blow- 
ers, and line starters is needed.’ 


TIME-O-STAT TM80! 

“We often recommend this con- 
trol for low-priced installations 
It has night set-back and auto- 
matic morning pick-up feature, 
and our customers can have it 
with or without positive shut- 
off. It’s easily and quickly in- 
stalled and saves money on fuel 


LINE VOLTAGE THERMOSTAT 142 
‘For installations on nearly all 
heavy-duty line voltage jobs, we 
bring out this mercury -switch 
model. Its great flexibility en- 
ables us to recommend it for 
heating, cooking and other spe- 
cial applications. Dealers find a 
lot of use for it.” 


For more detailed information and complete 
application data on these and other Honeywell 
controls to sell to your customers, call your nearest 
Honeywell office; or write Minneapolss-Honeywell, 
Dept. EW-2-25, Minneapolis 8, Minnesota 
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MANUAL THERMOSTAT TMI1 
“Where we know a dealer is 
faced with a strict ‘price job’ we 
suggest the Honeywell manual 
thermostat. It’s the best standard 
control on the market, and the 
cost is low. But we always rec- 
ommend that dealers try and sell 
the Chronotherm frst 


AIR-SWITCH THERMOSTAT 1491 


“Where dealers need a control 
to operate under conditions of 
extreme humidity, we generally 
suggest they take the Honeywell 
air-switch. It's perfect for heating 
and cooling equipment, such as 
unit heaters, refrigeration com 
pressors, solenoid valves.’ 


- he @s 





TWO-STAGE THERMOSTAT 1802 

We suggest the Honeywell 
‘two - stage’ thermostat when 
dealers are faced with the prob- 
lem of completing two low- 
voltage Circuits in sequence, On 
a drop in room temperature, It 
has a Snap-action open contact 
feature that dealers like 


LINE VOLTAGE THERMOSTAT TA42 


“When we're asked for an ac- 
curate, dependable thermostat to 
control line voltage devices in 
either heating or cooling appli- 
cations, we always bring out this 
line voltage model. Its design 
allows maximum circulation of 
air over the bellows.” 


Honeywell 


WONtTWELL 


Fiat we Contos. 








Lighting Matutenauce made 
EASIER-QUICKER 


DUO-MOVE 


SYSTEM 
speeds up 


reflector 
cleaning 
and maintenance 


Rising maintenance costs require simplified servicing with- 
out sacrificing the sound principles of good lighting. The 
Abolite Duo-Move System encourages regular cleaning habits 
because Duo-Move units can be cleaned and relamped quickly 
and safely without using clumsy ladders. Merely a twist of the 
wrist—reflector and lamp assembly can be removed and serviced; 
a turn and it’s back in position—no interruption to workers—no 
lost time. The Abolite Duo-Move System guarantees maximum 
illumination with minimum service expense. Write for the 
Duo-Move story today! 

Write for the complete Abolite line of industrial, commer- 
cial and floodlighting equipment. 


ial-floodlighting-fittings-sockets-holders 


bi WHITER THAN .WHITE 

A DIVISION OF a 
The Jones Metal Products Co. <a ABS fe) OL 4 T E 
West Lafayette, Ohio U.S.A. =i ol eg: Atin G 
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, CX, é 1) 
a % “ a 
wt ie mF : : r toe ~ " 2 
MAIN FEEDER AT SEALED POWER CORP. Trumbull LVD FLEX-a- complete salvability. Tap box (B) takes off power for FVK second 


POWER high-capacity feeder (A) distributes power through plant ary feeders (C). 600-4000 amperes. LTG (D} —see below —is used 
with minimum voltage loss. Can be dismantled. relocated with for lighting. Bulletin TEB-1 


SECTIONALIZED POWER FEED 


is ready for quick conversion 


It is doubtful if any one of your customers can foretell what This system of standard-section busways gives utmost flexi 
his power requirements will be months—or days— ahead bility in power take-off. and, if necessary. can be taken apart 
But if you sell him Trumbull FLEX-A-POWER ® to handle the for quick relocation. Easier to install than wiring and conduit 


power distribution from main switch or breaker to machine or it is ideal for a period when emergencies may de velop any day, 


lamp eee he can easily meet anv new requireme nt for addi- when ( omplete conversion may be necessary. 


tional loads or rearrangement of loads. We have literature for distributor use. 





a 
- ‘ 

*SECONDARY FEEDER AT PESCO PRODUCTS Division of BORG- LIGHT-DUTY BUSWAY Ar PESCO PRODUCTS Division‘of BORG 
WARNER CORP. Nearly %4-mile of 600 amperes, 440 volt Trumbull WARNER CORP. Use of LTG FLEX-A-POWER to distribute power to 
FVK FLEX-A-POWER takes power from a panelboard in parallel tools and lighting fixtures permits quick changes in machine lay- 
runs over entire area. 15 outlets to each 10-ft. section. No expen out without delay for rewiring. Busway can be tapped at any nt 
sive rewiring needed when relocating loads. Can also be easily by plug or trolley—every inch an outlet. Rated 50 amperes. Bul- 


dismantled and re-installed. 225-1000 amperes. Bulletin TEB-4. letin TEB-2, 


TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY, Plainville, Conn. 





coe mle 


CAP. Brown Bake- 
tee oa Armored Cord Grips. 


WEATHERPROOF 


FLUSH RECEPTACLE. 
Back or Side Wired. 


COMBINATION 
UNIT. Double Pole 
Switch, Receptacle 
and Warning 
light. 


WIRING DEVICES 
ENCLOSED SWITCHES 


2 WIRE 


GROUNDING 
DEVICES 


15 AMPERES, 125 VOLTS — POLARIZED 


DUPLEX CONVEN- 
ENCE OUTLET 
Back or Side Wired. 


THE MOST COMPLETE LINE AVAILABLE! 


Here is sales and profit potential plus business convenience! Eliminate 
your problems of over-lapping stock and inventory. And meet the 
increasing demands of architects and builders for reliability and protection 
in wiring with our new, expanded line of Grounding Type Devices. 
Grounding devices offer unlimited service wherever safety and 
convenience are demanded. These versatile devices are becoming the key 
to modern, safe, wiring — in homes, hospitals, shops, factories, etc. 
Profit-wise, it’s good business to suggest Grounding Type Devices to 

your customers now. 

Our latest, up-to-date line offers you many exclusive selling ideas that will 
bring quick turn-over and repeat sales. Insure bigger, better business. 
Stock and sell with complete confidence in a line built for every need — 

a line that is the most complete available. 


Branches in: BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS 
ANGELES, NEW YORK, PHILADELPHIA, SAN FRANCISCO, SYRACUSE. 
In Canada: ARROW-HART & HEGEMAN (CANADA) LTD., MT. DENNIS, TORONTO 
For more information, write today to: 1602 Laurel Street, Hartford 6 Conn. 


HART & HEGEMAN DIVISION 


OW-HART & HEGEMAN ELECTRIC CO. 


HARTFORD 6, CONNECTICUT 


HEGEMAN DIVISION 
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> 
TODAY'S aD L 

IS TOMORROW'S BUSINESS 
and we're running these 
ads to assure quicker, 
easier Spang-—Central 
Conduit sales for you 











took out insurance 


against wiring troubles 





= 








... With 70 miles of 


SPANG ‘cenaco” conpuit 


Boston’s most modern skyscraper is the home of the John 
Hancock Mutual Life Insurance Company--and an out- 
standing example of good electrical planning. 

Throughout the entire 26 stories there are innumerable, ila hig els cies Ut cetacean 
ingenious electrical design features that insure the extra ARCHITECTS: Crom & Ferguson, Boston 
contit uity of service and the extra safety to personnel pono cp tonnage eg 
stipulated by the owner. Which makes the 100° use of Boston & New York 
Spang ‘‘Cenlaco’’ Conduit, from 500,000.CM_ secondary 
feeders to circuit runouts, particularly significant. 

It's additional evidence of the reliance that prominent 


s, contractors and architects place on the uniformity ; SPANG-CHALFANT 


Ow 


owner 


and dependability of quality-controlled Spang ‘‘Cenlaco’ 


of The National Supply Company 
Conduit. GENERAL SALES OFFICE 
GRANT BUILDING PITTSBURGH 30 
If you need conduit for any purpose, be sure and specify 
oe ae ¢ “Piigiate e . “8 y District Offices and Sales Represen 

Spang ‘‘Cenlaco’’, “‘Central Black’’, ‘Central White’ or in Principal Cites 

Central EMT"’, You'll like the consistent high quality 
and the ease with which these better conduits can be cut, 


threaded, bent. 
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"How to Handl 
} le 4,884, WOO 2L0 
and Not Lose One ! 


- 
eee fe ete 


Bide thay sue ® 


lady with a hig 
Wie 


full page 
tinue to be an 


E 


to sell Edwar 
thro 


business goes 
poth ways- 


t 
, Aeways Locks 
FOR TROUBLE | 


t 
munic ation 


Epwarps 


Built to Endure! 


aa 
* 
ge Pp 


WARDS E 


s the story of 
and protection 


jon decision-making exec- 
i ing school and 


'S 
Eg carrie 


INC. 


EDWARDS co., 


Norwalk, Conn. 


Epwirps 
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More Business for YOU 


See how SYLVANIA backs up that 
profitable prediction with National Ads 
- Popular Premiums 


All through this year, Sylvania will be send- 
ing business to your contractor customers 
(and naturally to you too) ..- when they 
display the Sylvania Qualified Lighting 
Contractor emblem. 

Look at those -page ads. 
They're just part t tic and 
challenging lighting campaign ev 
They'll be seen by millions in Time, Busi- 
ness Week and other important magazines. 

The big television show “Beat the Clock” 
will also display the Sylvania Qualified 
Lighting Contractor emblem. ard-selling 
full-minute commercials will tell prospects 
why they should look for that sign on win- 
dows and trucks. 

Sylvania Light Bulbs, too, will be backed 
by national advertising featuring another 
Sylvania premium offer. 

And, continuing to build Sylvania’s pres- 

5 will see great, smash- 

he Saturday Evening 

American Weekly. 

t it, there’s big busi- 

"52... with Sylvania. Mail 
ull details NOW! 


LIGHTING 
CONTRACTOR 


SYLVANIA & 
<s 


Fi, 
£5 s <t* 


coi 


3 


Urge Electrical Contractors 
to display this emblem prominently! 


Sylvanio Electric Products Inc. 
1740 Broadwey. Dept.t-32 nw. ¥. 19, N v. 

lease send me full details about Syloania’s big od pro- 
gram for 1952. 


— 


Name a en 


yy OO ——— 
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“A BOX FOR EVERY NEED” 
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HE Reed-Prentice Corp., world’s largest makers 
Sa plastic injection molding machines, solves 
numerous wiring-protection problems on its 
equipment with flexible Sealtite* Electrical Conduit 


Where connections are cramped or bends are short, 
Sealtite is far easier to install. Where movement 

is called for, Sealtite permits it; where vibration 
exists, Sealtite absorbs it. Sealtite’s liquid-tight 
synthetic jacket resists oils, most chemicals, and 


gases. Its tough steel core stands up under impact 


Sealtite’s adaptability on machines like these is 
only one example of its usefulness. It's equally 
versatile in chemical plants, food processing 
industries, for making cramped conduit installations 
anywhere for permanent o1 temporary wiring 
installations. The American Brass Company 
American Metal Hose Branch, Waterbury 20 
Connecticut. In Canada: The Canadian Fairbanks- 
In this Model 10 H-32 oz. Reed-Prentice plastic Morse Company Ltd 


injection molding machine, Sealtite protects the heating 


chamber control wiring. oTredemart 


Let SsEALTITE TPS ICEL ICTIC RCL Ie conduit 


simplify your wiring 


Reed-Prentice Model 10 E-16 oz. plastic injection 
molding machine showing plunger end. The horizontal 
Sealtite Conduit carries wiring to 30-hp motor. The 
vertical Sealtite Conduit carries control leads to 
synchronous timer 


for flexible, liquid-tight 


electrical conduit... 


~~ SEALTITE 


AN ANACONDA PRODUCT 
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1. CUMP 


that means Profits for you 


ndustries 
| ke - snAP\ P_.. 


for rigid and thinwall conduit 


Sell SNAP-STRAP ... the strap with the 
built-in bump for faster installations, more SNAP IT ON 
profits for your customers. 

More and more contractors are specifying 
SNAP-STRAPS. They’re asking for the strap 
with the built-in bump. The exclusive self- 
holding feature saves time, eliminates fum- 
bling, makes difficult installations easier. 

Made of heavy gauge steel, zinc plated after 
fabrication. Available in a wide range of 
sizes for both rigid and thinwall applications. 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
oui Write for Free Catalog HOLDS IN POSITION 


lackhawk* BLACKHAWK INDUSTRIES, vusuaue, iowa 





Entrance Cable Fittings . Staples . Connectors . Conduit Entrance Cops . Cable and Conduit Straps 
Ox 


o7 [adostries Yord Lights . Fluorescent Brackets . Locknuts ond Bushings . Sill Plotes . Wire Holders . B 


Supports . Grounding Assemblies 
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SALES 
OPPORTUNITIES 


a) 


Use this check list in your calls on customers and 


prospects to discover the many opportunities that 
exist to sell transformers. In manufacturing plants, 
service shops, commercial establishments, wherever 
incoming voltage supply must be reduced, increased 
or regulated there exists a prospect and a sale for 
Acme Electric transformers. 


Investigate these sales opportunities and profit by 
selling Acme Electric transformers. 





AIR 
COOLED 


Industrial type in 

sizes from 1/10 

KVA to 167 KVA. 

Primary voltages of 

240/480/600 and 

2400 volts. Supplied 

in Class A and Class B insulation designs. 
For indoor and outdoor installations. Write 
for Bulletin. 


"4 


STEP 
DOWN 


Designed to permit operation of standard 
115 volt, 50/60 cycle electrical equipment 
or appliances from a 200/240 volt source 
of supply. Available in sizes from 85 to 
2000 watts. 


4 


VOLTAGE 
ADJUSTOR 


For the manual regulation of 

a high or low voltage condition to the normal 
voltage required by the electrically operated 
equipment. Available in sizes from 150 Wafts 
to 10 KVA. Write for Bulletin VA 180. 








VOLTAGE STABILIZER 


An automatic voltage stabilizer to maintain 
@ constant potential at all times. Practically 
instantaneous response to voltage fluctuation. 
No moving parts—no adjustments. Quiet 
in operation. Engineered for dependable 
performance. 


v 


FLUORESCENT 
LAMP BALLASTS 


For standard, quick-start, slim-line and cold 
cathode tubes. Made to provide high per- 
formance, quiet, long life service. Write for 
Bulletin FL 179. 


| 


"4 


BREAK- 
DOWN 
TESTER 


A compact, 
portable tes 
ter. Manually 
adjusted sec 
ondary provides voltages of 500/1000/125@/ 
1500/1750/ 2000/2500 volts. Any questionable 
circuit or windings can be tested at U.l. requite- 
ments of double rated voltage, plus 1000. 100% 
leakage reactance type unit, permits moment 
ory short circuits without burn-out or damage. 





y/ SIGNALLING 
& CHIME 
TRANSFORMERS 


For application where 

a voltage of 4-8-12-16- 

20 or 24 volts is re- 

quired an Acme Sign- 

alling or Chime Trans- 

former may be used 

for operating bells, 

gongs, horns, sirens, annunciators, relays or 
control systems. Chime transformers are 7% 
VA to 16 volt secondary. Signalling trans- 
formers from 50 to 750 VA. 





"4 


OIL 
BURNER 
IGNITION 


Heavy duty design for dependable perform- 
ance, Available in a variety of mounting 
designs to meet most installations, 





v 


VOLTROL 


A specialty product, useful in laboratories 
or wherever electrical equipment is designed, 
tested, or produced. Provides a stepless 
control of voltage from 0 to 135 volts. Built 
in portable and panel board mounting types. 





ACME ELECTRIC CORPORATION 


672 WATER ST. CUBA, NEW YORK 
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: 
MANUFACTURERS OF ELECTRICAL WIRING pPreooucrs 
EE 


63 ve 


Chicago 12. Wlinais 








DUTCH 


BRAND 
electrical tapes 


ag 
— FRICTION TAPE 
Tk 


. 


DUTCH BRAND Friction Tape 
Jumbo Packages 
The Jumbo Package contains 
ten No. 8 rolls each 
(% inch by 68 feet) 
in this sealed container, nays 
&? 
@ PLASTIC 
| KK 
DUTCH BRAND Plastic Lu / 
Electrical Tape 
Master Shop Size 
The Plastic Master Shop 
size package provides five 
rolls of tape each % inch 
by 44 feet in a re-usable 
screw top container. 


the Dutch Brand ‘tyj, 


BRANY 
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Shop size packages 
make sales for jobbers 


Volume users of DUTCH BRAND Electrical 

Tapes find both economy and convenieasesin 
shop size packages offered speaially to 

meet their requirements. These tamper-proof 

and shop packages protect tape against light and 
dust and offer ideal storage conditions... 

they keep reserve rolls in excellent condition in 
your stock room. Rolls are packaged 

in quantities that best meet the demand. 


Review the packaging illustrated and suggest these 
shop size packages to your customers. 


"PPO SHOP PAC 


. cme 
Py 


— 
TI 


PLasTiCc 


DUTCH BRAND Rubber Tape 
Hippo Package 

The Hippo Package contains 

ten No. 8 rolls in a sealed container. 


This is the economical way to buy 
DUTCH BRAND Rubber Tape. 


VAN CLEEF BROS. [NC 


Menvtectvrers of Rubber Products 


orvision oF Johns Manville 


7800 WOODLAWN AVE. ° CHICAGO 19, ILLINOIS 











O: Why does GREAT NORTHERN A: because its Fixtures 
mean Wholesale Profit? | are in Constant Demand! 








How Come?... 


CONTRACTORS, ARCHITECTS and UTILITY 
MEN insist upon Great Northern precision fixtures, 
fixtures which meet the higher standards in iilumina- 
tion. They're scientifically engineered, graceful in 
appearance, designed for easy, low-cost installation 


2 or 4 lamps . . . in 40 watt fluorescent or Slimline and maintenance. 


. . metal or plastic sides optional . . . shielding 40 
crosswise, 30° lengthwise. And Hear This! .. . 


Great Northern manufactures one of the most ex- 
tensive lines of fluorescent and Slimline fixtures 
for Industrial, Institutional and Commercial instal- 
lations! Yes, Great Northern solves all your lighting 
problems. 


INDUSTRIAL SERIES 


2, 3 or 4 lamps . . . in 40 watt fluorescent or Slimline 
. rigid construction . . . easy to instal. . . 
reflectors in chipproof enamel or porcelain. 


Brilliant Outdoor Fluorescents 


for service stations e used car lots e 
outdoor theatres e night clubs e tour- COMMERCIALS . . . CE SERIES 


ist courts @ restaurants e highways e For 2, 3 or 4 lights . . . rugged construction . . . 
hotels e stop-and-socks e department hinged louvre . . . provides 30° - 30° light cut-oft 
stores @ drive-ins ¢ commercial building .. . Slotted metal sides . . . finished in GREA-NO 


entrances and many other installations. chipprooof white enamel. 


1/3 cost of incandescent lighting 
Write today for free, illustrated booklet showing our 


67% more light (actual test) 
wv a complete line of fixtures, including 
visible at longer distances 


penetrates fog and haze full technical data. 
weatherproof construction 

All units bear U-L approval 
e vo and are wired by the A.F. 
hinged glass door for easy accessibility of &. Malerty BTA. op- 


easy to install and maintain 


operates efficiently below zero proved, also. 


Distributed only 


scteal GREAT NORTHERN MFC. CORP. 


wholesalers. 
Fluorescent Fixture Manufacturers 


tonees * HARRISON ST. e¢ CHICAGO 24, ILL 
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new 1200 amp. AMPROBE 








WRITE TODAY: 


Pyramid Instrument Corp. 
Lynbrook, New York 


With the introduction of the Models “1200” and “600” for indus- 
trials, utilities and contractors, Amprobe widens its leadership in 
the snap-around volt-ammeter field. 


Hand these 2 superb instruments to your customer. He will quickly Send Bulletin No 
recognize the advanced engineering that makes the “1200” and new Amprobe Moc 
600" more dependable, more versatile, safer, easier to use and ou’. 
easier to carry than any other snap-around high-current meter. Send 16¢-page manual of tim 
8 ses: “S 5 ith th 
Priced “right” too: $67.50 for the Amprobe “1200”, $59.50 for the “600”, aving use ervicing u ¢ 
complete with leather case and test leads. And backed by the heaviest 
advertising campaign in Amprobe history! Pyramid Instrument Corp., 


Lynbrook, New York. Export Division: 458 Broadway, N. Y. C. Cabl Mort 


AMPROBE”* 


the only pocket-size snap-around volt-ammeter 
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F Select Multi-Breaker units required by job. 


a" units to panel by “plugging in”. | 


Make up the Cutler-Hammer Type NMO 
MULTI-BREAKER “Plug-In” 


BREAKERPANELS 


on theo. forte job 


No matter what the job calls for 
when you get there, you are all set 
when you have a Cutler-Hammer 
Type N MO Breakerpanel. No matter 
what circuit load changes may be 
required if you are called back later 
on, you are ready if you have in- 
stalled a Cutler-Hammer Type NMO 
Breakerpanel. For you make up these 
distribution centers with the Multi- 
Breaker Plug-Ins right on the job for 
the job. No guesswork. No mistakes. 
The Multi-Breaker units you select 
to serve your circuits just plug into 
place. Where you want a 15 ampere 
breaker, you plug in a unit contain- 
ing the exact number of 15 ampere 
single pole breakers required up to 
four. These units are available in 29 
different circuit combinations making 
it possible to obtain the exact quan- 
tity and rating of branch circuits 
with a minimum of effort 
Cutler-Hammer Type NMO 
“Plug-In” Breakerpanels are now 
offered in sizes with from 8 to 42 
single pole branch circuits in incre- 
ments of 2. They are available in 
120 240 Volts a.c., with 50, 100 and 
200 ampere mains (lugs or circuit 
breaker) with 15, 20 and 30 ampere 
single and double-pole branch cir- 


cuits; also, 40 and 50 ampere double- 
pole branch circuits. Multi-Breaker 
units are of the thermal-magnetic 
type that provide a lag on harmless 
overloads but instant trip on shorts. 

Wiring these Type NMO Multi- 
Breaker units is also a cinch. You can 
wire them right in your hands before 
you plug them in...or you can 
simply swing them out for wiring as 
shown, using one of the positive- 
pressure contact jaws turning on the 
silvered bus bar as a hinge. And 
despite the small size of these 
Breakerpanels that better utilize wall 
and column space, you get much 
more gutter space (5'4” in the 15” 
box) with more circuits. The narrow 
column type actually has doudle the 
number of circuits previously avail- 
able in cabinets of similar height. 

Beyond any doubt, this is the finest 
protection, the easiest to install, the 
most flexible, the most compact, and 
the most modern it is possible to ob- 
tain where a large number of branch 
circuits must be served, asin commer- 
cial and industrial buildings, hotels, 
schools, hospitals, large homes, etc. 
CUTLER-HAMMER, Inc., 1327 
St. Paul Avenue, Milwaukee 1, 
Wisconsin. 


EN OUT 
PLUG ’EM IN 


_— 

















ele 


3 Wire them. 
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FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS — CLAMP BACKS —NEST BACKS 


GEDNEY JLWAs/ 


GEDNEY FITTINGS have just the features tion and lower costs. Besides that, thes 
your customers are looking for. GEDNEYS made of malleable iron which abolishes break 
are accurately machined and threaded age losses. Feature Gedney Fittings and you ll 
smooth finished . . . individually inspected to really cash in. Thev're best for jobbers 
ensure the quality that brings faster installa because thev re the contractors’ best buy 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-in Elbows in 42", 24’’ and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 





3-Piece Conduit Couplings in a large range o7 
sizes from 42" to 6”. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 








GEDNEY 


ELECTRIC COMPANY 


GENE, 


RKO BLDG. + RADIO CITY «+ NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conr 





GEDNEY FITTINGS FIT | 
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IN omni TT 
America’s NWO/ 


Commercial Lighting 














RE PAT OFFICE 


From coast to coast, MITCHELL MODULE is rated 
America’s No. 1 Commercial Lighting because 
it more efficiently, more economically, more 
completely fills the widest range of commercial 
lighting needs. 








Planning is simple because MODULE forms over 
50,000 practical custom-type patterns — provides 
proper lighting for all interior areas in establish- 
ments of any size. 


Installation is quick and economical because 
MODULE units interconnect mechanically and 


the full MODULE opportunity 


Learn ali about MODULE—see how 
specification and use of p-oper light- 
ing is simplified by this exclusive 
custom-fitting system. MITCHELL 
MODULE Catalogs No. 360 and 370 
give you the full story. Write for your 
free copies today. 


MITCHELL MANUFACTURING COMPANY 


2525 N. Clybourn Ave., Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., Ltd.,19 Waterman Ave., Toronte 
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The. 


electrically —mount in rigid alignment with min- 
imum time and work 
Lighting Efficiency is extraordinary (up to 20° 
greater light output reported from hundreds of in- 
stallations). All these advantages, plus enduring 
beauty and low cost, explain why MODULE is defi- 
nitely preferred by contractors, wholesalers, util- 
ity consultants, architects and users everywhere 
See how easy it is to solve your commercial 
lighting problems—be sure to get full details on 
MITCHELL MODULE today 


Mitchell Manufacturing Company Dept 
2525 N. Clybourn Ave., Chicago 14, Illinois 
C] Send MODULE Catalogs No. 360 and 370 


Name 





Firm 





Address 


Zone___ State 





1B 








To Serve 
Your Customers 
Completely 


WALLPLATES 


Hard aluminum, attrac- 
tive design, tapped 
with proper conduit 
thread. Companion of 
the conduit gooseneck. 


GOOSENECKS 


For industrial lighting, 
farm, home, garage, 
and outbuilding ap- 
plications. Conduit 
threaded, uniform ra- 
dius, galvanized. 


RUNNING THREAD PIPE 


Furnished “%” to 4” I.P.S. in three- 
foot lengths. A real convenience to 
the contractor where indefinite di- 
mensions are encountered. Can be 
cut to length to meet difficult instal- 
lations. Available in three types: 
Type “A’’— Raw Black; Type “B’' — 
Raw Black with threads electro-gal- 
vanized; Type ‘‘C'’—Hot-dip Gal- 
vanized with electro-plated threads. 


Order these products along with your Conduit elbows, nipples, couplings, and E.M.T. elbows 





ELECTRICAL WHOLESALING—February, 1952 





= —=NEWS OF THE INDUSTRY 
Home Starts Hit Unexpected High 


e New construction runs well above 800,000 rate estimat- 
ed for 1952 by Defense Production Administration 

e Officials still predict decline in all non-defense building 
due to shortages of electrical and plumbing supplies 


ASHINGTON—Housing starts are 

running well above the 800,000- 
mark wanted by the Defense Produc- 
tion Administration for the year, 
according to the McGraw-Hill Wash 
ington News Bureau 

DPA figured shortages of electrical 
and plumbing supplies would put the 
brakes on hard this quarter. But build 


ers are starting as though they intend 
to build a million houses this year, ap 
parently unworried by warnings from 
Washington. One business division of 
NPA which hands out metals has of- 
ficially estimated 1952 housing starts 
at 1,100,000. 

The official prediction is still for a 
decline in home starts, a sharp dip in 





REVERE ELECTRIC SUPPLY CO., Chicago, expects to occupy this newly- 


purchased building at 2501 W 
The new location has ample 
headquarters of the firm are at 757 


Washington Bivd 
parking 


about September |! 
space in rear of building Present 
W. Jackson Blvd 


NEW, LARGER building at 2211 Kirby Ave., Detroit, has been occupied by 
the Westinghouse Electric Supply Co. The new central district headquarters 
for Wesco, the building contains more than 92,000 square feet of floor 


space for offices and warehousing 
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commercial buildings due to con 
and for delays in non-defense projec 
due to materials shortages. Off 
base this on what happened the last 
six months of 1951. They 
same trends ought to continue in 
But officials who watch 
trends, according to the McGraw-Hill 
bureau, admit they're not too sure just 
how controls are working. In theory 
cutbacks of things like electrical equip 


ment ought to have slowed down build 


9 


construct [ 


ing more than they have so far. They 
wonder when the pinch will really b 
felt by builders 

Other 
that shipments of fluorescent light fix 


production trends indicate 


tures during the first quarter will drop 
to $55 million, down from the $60 
million worth shipped the last quar 
ter of 1951. NPA estimated, even wit! 
the drop, well over 
double the best quarter of 1951 
Transformer makers are runni 
about 65 per cent of capacity duc 
cutbacks in copper wire mill produc 
the McGraw-Hill bureau reports. The 


shipments are 


industry put in an appeal for re 
copper. Its argument ‘is a famil 
to allocators: you still let non-essential 


industries use copper, while we 
get enough for essential needs 
gloomy reply was to predict 


shortage lasting five years or longer 


Nearly $30 Billion Is Spent 
For New Construction in ‘51 


W ASHINGTON—Construct 
penditures approached $30 billion 
1951, according to a joint report is 
sued by the U. S. Labor Department's 
Bureau of Labor Stat and the 
Building Materials Division, U. S. De 
partment of Commerce. A 7 per cent 
total of nearly 


stics 


increase over the 1950 
$28 billion resulted from larger publi: 
outlays for military constr de 
fense plants and schools 

Total private outlays of $20.8 billion 
for new construction in 1951 wer 
equal to the 1950 total. While housing 
retail store and recreational consti 
tion declined, an equivalent increase 
took place in expenditures for 
industrial plants and utilities, office 
and warehouse buildings, religious 
institutional construction 

Total public outlays for new 
struction in 1951 exceeded $9 bill 


27 per cent more than in 1950 


new 








coz roo = Vi-T dae 








THAT ARE EASIER TO USE- 
SAVE MONEY TOO! 


\ 


WH, 
Qube 100 


Fasier to use and neater in 
appearance, Briegel All-Steel 
Indenter Fittings not only make 
stronger connections but also 
make each job more profitable 
Contractors the world over 
recognize their cost cutting 
qualities and the fact that they 
make each wiring job a’ better 
job. It is only natural that 
Briegel Fittings are the most 
widely used E.M.T. connectors 


and couplings. 


"METHOD 
AER 
00. 


GALVA,*® ILLINOIS 


Cross Section 
Showing 
indentations. 








The M. B. Austin Co., Northbrook, Ill; Clayton Mark & Co., Evanston, Ill Clifton Conduit Co., Jersey City, NJ 
General Electric Co., Bridgeport Conn.; The Steelduct Co., Youngstown, Ohio; Enameled Metals, Pittsburgh, Penn 
Wagner Malleable Products Co., Decatur, Iil.; Kondu Mfg. Co, itd., Preston, Ont 
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Appliance Metals Squeezed Again 


e@ Second quarter allocations of copper and aluminum 


at least 10 per cent below January-March levels 


e Continued military demands expected to sharply curtail 


production of radios and television sets in 1952 


| pgenonpene manufacturers will have 


to cut production again during the 


second quarter—at least 10 per cent 
below first quarter levels—government 
controls officials estimate. The reason 
they're going to get smaller allotments 
of copper and aluminum from April 
through June 

Though actual tonnages of metal to 

be allotted to appliance makers have 
not been officially calculated, cuts in 
allotments are slated as follows: cop- 
per wire, 35 per cent of pre-Korea 
use, as compared with 40 per cent in 
the first quarter; brass, 30 per cent, as 
against 35 per cent in the first quar- 
ter; aluminum, 30 per cent, compared 
with 35 per cent in the first quarter 
Steel allotments have been set at the 
first quarter rate again—SO per cent 
of the pre-Korea supply. 
e Drop Figured at 109%—Though 
the copper reduction amounts to 12.5 
per cent below the first quarter sup- 
ply and aluminum reduction to about 
14 per cent, the controllers figure ac- 
tual appliance production might not 
drop more than 10 per cent. They be 
lieve manufacturers can stretch out 
these supplies through further use of 
substitutes. And there is a hint 
more sheet steel can be made avail 
able to manufacturers who can find 
use for it as a substitute for copper 
or aluminum. 

One big pinch on the appliance 
makers’ supply of metal is increasing 
military demands. Ammunition pro- 
duction is figured to eat up much more 
brass in the second quarter than in 
the first. Aircraft production is in for 
more aluminum. And copper wire is 
needed in increasing quantities for a 
number of defense-related products 

But an even more substantial 
squeeze, as far as appliance makers 
are concerned, comes from production 
of other types of consumer durables— 
window shades, Venetian blinds, toys, 
sporting goods, jewelry and the like 
These items are ticketed for increased 
allotments of copper and aluminum in 
the second quarter 

In the first quarter, these products 


that 
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were designated as “less essential” con 
sumer products, and allotments of the 
lighter metals ran much lighter for 
them than for appliances and other 
essential 


“more products. The ma 


jority of the “less essential” products 
received only 20 per cent of their pre- 
Korea supply of aluminum, 10 per 
cent of the copper 

e Legality Challenged—But produc 
ers in this category, especially jewelry 
makers, challenged the legality of the 
controllers’ action in splitting consum 
er goods into two categories of es 
sentiality. They pointed to provisions 
of the Defense Production Act calling 
for allocations of materials among all 
civilian producers on the basis of a 
‘fair share” of each producer's pre 
Korea supply. 

This argument impressed Congress 
men and, finally, attorneys of the Na 
tional Production Authority. So NPA 
dropped its first quarter “essentiality 
designations. It also upped the allot 
ments of the former “less essentials 
to about 20 per cent of their normal 
copper supply, 25 per cent of the alu 
minum. With military and allied de- 
mands for both metals rising in the 
quarter, allot- 
ments could be obtained only by tak 
ing more metal from appliance mak 


second the additional 


ers and other producers classed as 
more essential” in January-March 
Top controls officials frankly admit 
they do not know what the additional 
reduction in appliance output will 
mean to manufacturers already pushed 
close to the economic break-even point 
by reduced materials supplies. They 
hope most producers will find substi 


They 


point only to sheet and strip steel, now 


tutes for shortest metals can 


in increased supply, as an available 


substitute, however. There will be lit 


tle added aluminum until late in ‘52 
e Radio-TV Production Down 


Continued military demands will also 


j 


force down production of electronics 


consumer durables, such as radios and 
television sets. Electronics consumer 
durables will be down an estimated 430 
per cent in 1952 

Military electronics production will 
continue at full speed well into 1954, 
mobilization 


government planners 


said recently. There is no prospect of 
a quick electronics production peak, 


They 


forecast, instead, a plateau of full-scale 


followed by a sharp drop off 


production for a long period of time 
Industrial electronics is presently up 
20 per cent over 1951, and production 
figures and military electronics are up 
165 per cent 

At 1952's anticipated going rate of 
production, enough electronics orders 
already have been placed with prime 
contractors to last for 20 months, and 
ten months more of production con 
tracts will be let on presently available 
funds—totaling 30 months of record 
military business 
e Transition Almost Over — The 
transition from heavy civilian prod 


(Continued on page 102) 





Philip Ryan 


THREE promotions were announced recently by Cutler-Hammer, 


waukee. Philip Ryan (left 
tion to his duties a 


has held for the past six 


appointed manager of the development department 
ager of the department for the past five years 
been selected director of development engineering for the company 
1946, he has been assistant manager of the firm's development 


R. A. Millermaster 


has been named executive vice pres 
vice president in charge 


years. R. A. Millermaster 


Cc. W. Kuhn 


Cu Inc., M 


Jent in add 


f manufacturing, a position he 


center) has been 
sistant mar 
right has 
Since 
Jepartment 


He was a 
C. W. Kuhn 








neral is 


TAKE STOCK OF OUR 
RESIDENCE PANELS, 
FOR INSTANCE... 


No General Residence Panel 
leaves our factory unless it is 
perfect — unless it meets the 
most rigid specifications of 


quality, safety and trouble-free 





performance. It is made to 

fill the greatest needs — to suit 
the most critical eye. Small 
wonder that a General Panel 
is preferred by all. This makes a 
jobber’s life a simple matter — 


and everybody's happy! 


Reasons why you can rely on 


e All copper parts are highest electrolytic grade 


¢ High dielectric insulating materials used 
throughout 


“the switch is to General” ; 
e Super-strong construction 


e Narrow construction — fits between all studs 


e More than ample wiring room 
oe& ra i e Plentiful and varied knockouts 
¢ All interiors jig-assembled for accurate 
° li t 
Switch Corp. gage 


e Flush spring latch to open or close doors firmly 


49 ROEBLING ST. « BROOKLYN 11. N.Y ¢ Designed to blend with all decors 
SACES OF FVEES 8 EVESGVT Sees Chr 
WRITE FOR CAT. #5201 


¢ All panels have flush mounting ears 


TAKE STOCK OF GENERAL—IT'S MORE DEPENDABLE! 
ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE-EQUIPMENT ¢ BRANCH CIRCUIT PANELS 
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News Notes 
From N.A.E.D. 


By William C. Pirie, 
Public Relations Manager 
National Association of Electrical Distributors 


NAED AREA MEETINGS as it was formerly. To more complete survey of cost structures will be unde 
AT DETROIT AND CHICAGO ly and carefully analyze the present the direction of Louis M. Nichols, w1 


Area meetings were held in Detroit *!U@™09 the association has authorized will retire as controller of the General 
and in Chicago in January. Forty-two @ distributor operating cost study to Electric Supply Corp. on April 1. M1 
members of the Association attended be made. The study will be made in Nichols has been chairman of NAED's 
the meeting in Detroit on January both the Apparatus and Supply Divi- Operating Cost Committee for many 
8th, conducted by Executive Secretary 5!" and the Appliance Division, and years and is a recognized authority of 
Alfred Byers. and 65 atrended the Chi- will cover operations during one the subject. Mr. Nichols has been re 
cago meeting on January 15th which month of 1952 tained to handle this important ass« 
was run by Executive Director Charles The correlation of reports and the (Continued on page 98) 


G. Pyle. Also participating in the Chi 


cago meeting were Board of Governor -——-._ CQNVENTION SCHEDULE PREVIEW 


members, W. E. Guy, Graybar Electric 

Co., Inc., and George Albiez, Engle- The 44th Annual Convention of NAED will be held at Atlantic City, N. |., June 8-12 

wood Electrical Supply Co. Meer 1952. Final plans for the convention program itself are being formulated with every 
, : indication that the addresses by prominent industry leaders and general discussions of 

ings covered the activities of the industry problems will make the 44th a most outstanding event 

Apparatus and Supply, and the Appli- Full details of the Convention program will be released in the near future. In the 

ance Divisions. The latest develop- meantime, here is a capsule version of the convention schedule 


ments in the defense program as they SUNDAY—JUNE 8 = 


affected the electrical distributing in 
dustry were also fully discussed 
The following program of area 


meetings is scheduled between now MONDAY—JUNE 9 ———PPARATUS AND SUPPLY DIVISION 


and the middle of April as follows 8:30 AN ie aia haa 

February 26 Tampa Terrace Ho 9°00 A.M. to Manufacturers Conference Booth Ambassador Hotel 

tel, Tampa, Fla 12:00 Noon Center Open— 

, = ‘ gd ae 2:00 P.M. Opening Session—Apparatus and Supply Westminster Hall 

February 2 Hotel Statler, Cleve- Division Convention— Chelsea Hotel 
land 4:30 P.M. to Manufacturers Conference Booth 

February 29 Hotel Statler, Buf 6:30 P.M Center Open— Ambassador Hotel 


falo TUESDAY—JUNE 10 ———————4PPARATUS AND SUPPLY DIVISION 


1 an 
April Engineers Club, Bos 8:30 AM : cio ieee Geen 
ton 9:00 A.M. to Manufacturers Conference Booth Ambassador Hotel 
All members are encouraged to 12:00 Noon Center Open— 
bring their key men with them to 2:00 P.M Final Session—Apparatus and Supply Westminster Hall 
4 Division Convention— Chelsea Hotel 


"i 4:30 P.M. to Manufacturers Conference Booth Ambassador Hotel 
der that they can have the benefit of 6:30 P.M Center Open— 


direct participation in the discussions : 

and exchange of experience and in WEDNESDAY—JUNE 11 GENERAL CONVENTION 
formation on the problems of distribu 8:30 A.M Registration— Ambassador Hotel 
10:00 A.M General Convention Session— Westminster Hall 
3:30 P.M. to Manufacturers Conference Booth Chelsea Hotel 
6:30 P.M Center Open— Ambassador Hotel 


OPERATING COST STUDY THURSDAY—JUNE 12 APPLIANCE DIVISION 


TO BE MADE BY NAED 9:30 AM Opening Session—Appliance Division Westminster Hall 
With operating costs mounting Convention— Chelsea Hotel 
2:30 P.M Final Session—Appliance Division Westminster Hall 
Convention— Chelsea Hotel 
Adjournment 








Meeting of Board of Governors Ambassador Hotel 
1:00 P.M Registration— Ambassador Hotel 


. 
these important area meetings in oF 





con 





steadily, electrical distributors are be 
coming increasingly aware of the fact 5:00 P.M 








that the profit picture is not as rosy 





February, 1952—ELECTRICAL WHOLESALING 














—NEW PRODUCTS— 


a -—— 


SOLDERING IRON 
Designed for use on production lines where 
greater speed is required, soldering iron has 
a small tip diameter. The iron is the plug-tip- 
type, is rated at 150 watts, and has a diam- 
eter tip of one fourth inch, which reaches 
a soldering temperature cons.derab'y higher 
than a conventional soldering iron, the manu 
facturer reports 

Hexacon Electric Co., Roselie Park, N. J 





INFRARED BROODER — 
Four-lamp, infrared heat lamp brooder is 
designed to foster a brood of 250 chicks. It 
has a 17-inch hood to protect the lamps 
The four heat-resisting sockets are factory 
wired. Loop hanger permits hanging by chain 
or other secure means. Cord and plug are at 
tached for plugging into electrical outlet 
Steber Mfg. Co., Broadview, Ill 


4 


GROUND FITTING 
Rigid-type, solderless ground fitting for 
bonding one-half inch conduit to water pipe 
or driven ground rod has a swivel conduit hub, 
adjustable to any position. Large clasping 
washer and the design of the conduit fitting 
provide absolute protection for the wire con 
nection, according to the manufacturer. Other 
features include a bottom section which is 
reversible for small rods, heavy bolts and lock 
washers, and a special slot which permits the 





a 


clamp to be opened easily for installation. 
Fitting is made of bronze alloy of high 
electrical conductivity 

H. B. Sherman Mfg. Co., Battle Creek, 
Mich 


a 
3 


PRADOGRLESS FUT FOO einen 
Flangeless-type, 90-degree elbow and tee 
fittings permit added flex.bility in meeting 
wiring layout requirements, according to the 
manufacturer. The fittings ace available in 
two sizes, and will fit either 4-inch- or 6- 
inch-square wireways. They are brake-formed 
from heavy gauge steel, painted for corrosion 
resistance, with edges precision-formed. 
Keystone Mfg. Co., Center Line, Mich 


ra 


VACUUM CLEANER 
Designed for easier emptying, newly-designed 
vacuum cleaner has paper filter bag, which 
is tossed away, thus eliminating the emptying 
of a bag. Weighing 18 pounds, cleaner pivots 
on the motor weight as direction is changed. 
Case is of two-piece, all-metal construction, 
finished in baked enamel two-toned green, 
with gray no-mar bumper. Air returned to 
room from cleaner goes through four filters 
Rug nozzle has a floating brush so that 
maximum contact suction is always main 
tained, the manufacturer reports 

Landers, Frary & Clark, New Britain, Conn 





SHALLOW DOME FIXTURE 
Designed to fit any standard socket, shallow 
dome fixture is suitable for use by the home- 
owner in the laundry room, garage, attic, 
stairway, and p'aces where concentrated il- 
lumination is necded. Reflector has white 
porcelain enamel finish 
Ligh'ing Division, Jones 
Co., West Lafayette, Ohio 


Metal Products 


BED LAMP 
Plastic bed lamp can be converted into a 
pn up lamp by changing the brackets. Lamp 
has bed hook as well as wall brackets, and 
is equipped with a six-foot cord, matching 
plastic socket with switch and is packed in 
an individual, colorful box 

Cable Electric Products, Inc., 
St., Providence 7, R. | 





234 Daboll 


a’ 


RECEPTACLE 
Designed for heavy industrial use, new 20 
ampere, two-wire T-polarity flush receptacle 
is molded of Bakelite. It will accommodate all 
standard plugs, but prevents 
blown fuses and other mishaps that occur 
when a regular parallel-blade cap is mistaken 
ly inserted into a receptacle of much higher 
amperage. It is rated at 250 volts 
Rodale Mfg. Co., Inc., Emmaus, Pa 





single -outlet 
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PLASTIC TAPE 
Heavy-duty, plastic electrical tape is designed 
for applications where more than average 
mechanical strength is needed. Tape is 
recommended for anti-corrosion protection for 
pipes, cables and equipment laid underground 
where resistance to cuts and abrasion by rock 
during back-fill is important. The tape has a 
black, vinyl plastic backing that is 20 mils 
thick, and is available in 36-yard rolls ranging 
in widths from one-fourth inch to 16 inches 

Minnesota Mining and Mfg. Co., 900 
Fauquier St., St. Paul 6, Minn 





A 


PLUG CAP AND CONNECTOR___ 
All-rubber locking plug and connector is in 
terchangeable with other standard locking 
caps and connectors. Caps and connector have 
heavy duty rubber cover, laminated phenolic 
inserts and extra heavy brass contacts. Avail 
able in ratings of 10 ampere-250 volts, and 
15 ampere-125 volts 

Daniel Woodhead Co., 
St., Chicago 


15 WN. Jefferson 


- 





CIRCUIT BREAKER 
Newly-designed panelboard circuit breaker is 
interchangeable with many other conventional 


breakers. It has no thermal elements, with 
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the result that its rating is not affected by 
room or internal panelboard temperature 
Tripping of the breaker is effected only by 
the current itself. On simple overloads, the 
circuit breaker provides for a time delay, but 
at ten times the rated current or short circuit 
conditions it trips instantly. Principal ap 
plication is in panelboards handling lighting 
and appliance circuits, and as a built-in com 
bination start-stop switch and overload pro 
tector for electrical equipment 

Heinemann Electric Co., 98 Plum St 
Trenton 2, N. J 


CONDUIT ELL 
Interior of new conduit ell is smooth-finished 
and has no obstructive lumps, and the inside 
walls of the elbow are fully rounded so that 
wires slide with equal speed through the en- 
tire length of the body, Removable plate is 
the full size of the body and affords full 
accessibility. New ell can almost always be 
used, the manufacturer declares, to replace 
ordinary LL and LR conduit bodies. It is 
constructed of malleable iron 

Gedney Electric Co., RKO Building, Radio 
City, New York 20 





—=NEW PRODUCT BRIEFS 


BUS DUCT HANGER—Hanger for supporting 
vertical runs of bus duct permits the duct to 
be spring-mounted so that its weight is uni 
formly carried by all supports, and is distrib 
uted equally during expansion. Hanger permits 
the supports to be colated anywhere along 
the duct. Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. 


HEATING CABLE—A flexible electric heating 
cable protects roofs, gutters and downspouts 
from dangerous and costly accumulations of 
snow and ice. It can also be embedded in 
asphalt or concrete to melt ice from pave 
ments where costly accidents may occur. Ed 
win L. Wiegand Co., Thomas Blvd., Pittsburgh 
8 Pa 


VALANCE LIGHT—Pin up valance light 
needs no tools other than a screw driver to 
hang, according to reports from the manufac 
turer. It can be used with a valance already 
in the home or a facing board. Comes in 
three sizes, 24, 33 and 48 inches. Markstone 
Mfg. Co., 2420-60 West George St., Chicago 


NYLON RATCHET—New nylon ratchet for 
pull chain sockets and lampholders has re 
cently been developed. It eliminates any pos 
sibility of electricity shorting through the pull 
chain. Monowatt Department, General Elec 
tric Co., 95 Hathaway St., Providence, R. | 


WALL FIXTURE 
Flexible, twin-bucket pin-up wall fixture can 
be used in the home as well as in stores 
offices and showrooms, the manufacturer re 
ports. The new model has a bell-shaped shade 
and a switch in the knob at top. It is availa 
ble in terra cotta, spruce green and bone 
white. 

Lightolier, 346 Claremont Ave., Jersey City 
5, NJ. 





TOGGLE SWITCH _ 
Residential-type toggle switch has double 
wipe contacts which will take a current in 
rush of eight times the amperage rating of 
the switch. The switch is rated at 5 amp-250 
volts and 10 amp-125 volts. Inspected by Un 
derwriters’ Laboratories, Inc., switch is made 
in both brown and ivory 

Monowatt Dept., General Electric Co 
95 Hathaway St., Providence 7, R/ 








TIMER—Equipped with an automatic counting 
device, new timer is designed to time and tab 
ulate individual steps in an overall operation 
The unit has many industrial applications in 
the process and service industries where it is 
necessary to start and stop various steps and 
also keep track of the number of steps 
Zenith Electric Co. 152 West Walton St 
Chicago 10 


TV JUMPER CORD—A service aid designed 
to speed home servicing of television re 
ceivers, new TV jumper cord is now available 
to service technicians. The jumper cord serves 
as a connector between the two parts of the 
interlock after the back has been removed 
from the TV set, automatically disconnecting 
the power. General Electric Co., Syracuse 
N.Y 


LIGHTING FIXTURE—Industrial fixture is 
designed to give more uniform illumination to 
all surfaces within the arc of its reflector, 
reports from the manufacturer indicate. The 
reflector is shaped like a parabola, with the 
outside lamps at the center of the curvature 
to produce maximum uniformity of down-light 
over working areas. Adaptable to all types of 
mounting, the fixture’s end panels are easily 
detached, and channel coupler added to make 
completely closed channel any length. Gibson 
Mfg. Co., Atlanta, Ga 
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Price Relief for Service Shops 


@ OPS issues Capehart amendment to CPR 34 permitting 


ceiling adjustments 


@ Hardship and relief provision is amended to list adjust- 


ments for "changes in sales volume" 


A CAPEHART amendment to Ceil 
ing Price Regulation 34 (Amend 
‘ rt radio television and 

inces servicing firms 

price relief. The standards of 
litter from other Capehart or 
does not provide price 

rms of adjustments for 
iterials and certain overhead 
reases up to July 26, 1951. It is 


satisfy the basic re 


e so-called Capehart 


Detense Produc 


is covered by 


CPR 34 
rice relief if their ceiling 

an impairment of the 
representative 


i degree that effective oper- 


pre - Korean 


reatened, It actually amends 
idens Section 20 (a), the hard 
relief provision of CPR 34 
section indicated that an ad 
application might be denied 
or in part if “your hardship 


j 


table to such causes as a de 


cline in sales volume.” The amended 


section lists “changes in sales volume 
is one of the factors that OPS will take 
nto account as a basis for adjustments 
e More Factors Follow—In consid 
ering applications for increased ceil- 
ings under existing regulations, OPS 
will take into account such additional 
factors as: post-Korean increases and 
lecreases in all costs; extent to which 
pre vious earnings experience may have 
been unrepresentative because of such 
occurrences as floods, fires, or strikes: 
earnings of the applicant's service busi- 
earnings of his en- 


ness as well as the 


tire business oper 


ition 
know that 
than OPS 


ceiling prices for services they buy, re- 


consumers may 


paying more 


tailers of services must display in a 


prominent place in their establish- 


ments a listing of OPS ceilings cover- 
ing the services they sell. Wholesalers 


96 


may also be required to post their 
ceiling prices. 
an extensive delegation of 
to OPS field issued 
simultaneously with the amendment, 
applications for ceiling adjustments in 
non-industrial 
sumers will be made to OPS district 
offices Applications for certain service 


Under 


authority othces 


local services to con- 


establishments which operate in sev- 
eral OPS regions and other special 
situations must be made to the national 
office of OPS in Washington. An ad- 
justment application form, OPS Pub- 
lic Form No. 43, Revised, is already 
in use and is available at OPS regional 
or district offices 


If the adjustment provided is be- 
lieved by the supplier of the service to 
be less than he is entitled to under the 
Capehart Amendment, he should make 
a showing to OPS so that the matter 
can be given further study 


Wholesalers May Line Up 
Ceilings with Price Lists 


Manufacturers and wholesalers may 
now establish ceiling prices by refer- 
ence to bona fide price lists. The new- 
ly amended section of the GCPR, Sec- 
tion 3 (b) (3), was originally de- 
signed to restore normal pricing rela- 
tionships by allowing manufacturers 
and wholesalers to establish ceiling 
prices by using price lists which had 
been followed during the GCPR base 
period as to “significant items.” These 
items were described as those whose 
sales represented at least 30 per cent 
of the 1950 sales of all commodities 
on the price list. 

The amendment, OPS explained, 
permits ceiling prices to be established 
on the basis of price lists containing 
both increases and decreases, if the 
price lists were announced in writing 
during or before the period December 


19, 1950, to January 25, 1951. It also 


provides that, during this period, com- 
modities delivered at the announced 
prices, must have constituted at least 
30 per cent of the 1950 sales of all 
commodities on the price list. 

Another requirement of the amend 
ment is that, after the price list be- 
came effective, the commodities whose 
prices were reduced must not have 
been sold at any higher prices. This 
is to insure that the price list actually 
served to set the prices of such items 
It parallels the requirement that items 
sold at increased prices must not there 


after have been sold at lower prices 


Amendment to CPR 93 
Clears Up Exemption Rule 
The Office of 
cleared up its “one man shop” exemp 
tion from price control under Ceiling 
Price Regulation 93. Amendment | to 
CPR 93 stated that, to be exempted 
construction 


Price Stabilization 


from price controls on 
and related services, the one man shop 
must be limited to an individual man 
or woman who neither employs nor 
uses the construction services of one 
or more persons or one or more sub- 
contractors 

Ceiling Price Regulation 93 estab- 
lishes ceiling prices, ceiling markups 
ind ceiling fees for sales of construc- 
tion services and services involving the 
sales of materials and their installation 
or erection. It applies to the sales of 
these services under lump-sum and 
cost-plus contracts and sales of such 
services on a time and materials or 
hourly rate basis and to the sales of 
items or materials and equipment to- 
gether with the construction services 
required to install them 

Section 1 of CPR 93, as originally 
written, did not make precisely clear 
the intent to exempt from the applica- 
tion of this regulation the individual 
person performing construction serv- 
ices covered by the regulation. 


Normal Markups Allowed 
In New OPS Amendment 


Amendment 7 to Ceiling Price Reg- 
ulation 67 was issued by the Office of 
Price Stabilization to permit resellers 
of machinery and related manufactured 
goods normal pre-Korean markups. 
The amendment permits resellers to 
determine their ceiling price by using 
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the highest percentage markup or low- | 


est discount that they realized during 
the period April 1 to June 24, 1950, 
rather than their last markup or dis 
count. 

The action was taken, OPS said, be- 
cause, since the issuance of CPR 67, 
the agency has learned that in the 
course of the period, some resellers 
used several different percentage mark 
ups or discounts in setting selling 
prices for the same commodity 

The amended regulation, in addi 
tion, eliminates the requirement that 
wholesalers seeking OPS approval of 
their price determining method must 
file a report with the national office 
All reports will hereafter be filed with 
the nearest district office servicing the 
area. The change removes a hardship 
imposed on resellers who may be re- 
quired to file reports with two offices, 
and lifts an unnecessary burden from 
the national office. 


Industry Men Talk Over 
Pricing with OPS Officials 


Members of the Resale of Merchant 
Trade Steel Products Industry Advi 
sory Committee met recently with of- 
ficials of the Office of Price Stabiliza- 
tion to discuss industry pricing prob- 
lems under Ceiling Price Regulation 98 
(CPR 98) covering resellers of iron 
and steel products 

It was the consensus of the com- 
mittee that, generally speaking, CPR 
98 is a sound and workable pricing 
regulation as applied to the industry 
which the committee represents and 
should have a stabilizing effect on in 
dustry pricing 

The committee indicated, however, 
that some provisions of CPR 98 needed 
minor changes and clarifications with 
a view to making the regulation more 
clearly understood by the industry gen- 
erally. The committee discussed in de- 
tail the need for these changes and 
clarifications. 

In general, CPR 98 provides for a 
jobber markup of 20 per cent over base 
mill prices and transportation costs for 
merchant wire and roofing and siding 
products. Committeemen said this 20 
per cent markup is somewhat low and 
does not realistically reflect the overall 
historical markup which most jobbers 
have had in effect. They recommended 
that OPS consider the fairness of in 
creasing the markup, possibly to 25 
per cent, with a somewhat higher 
markup to be applied in the New 
York City metropolitan area 
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Many thousands of these “Buffalo” Fans now operating 
are doing a good job on ventilating service. Their quiet, 
low-maintenance performance and long life are continu- 
ally adding to the “Buffalo” reputation for value. Shown 
here are three of our most-called-for fans. You'll want to 
get the facts on these profitable lines which meet many 
requirements. 


“BUFFALO” “E” BLOWERS-EXHAUSTERS 


Husky, one-piece units for forge and 
furnace blowing, cleaning opera 
tions, cupola work. A number of 
these units often effect installation 
and power savings over one large 
fan, and permit flexibility of oper- 
ation. WRITE FOR BULLETIN 
3014-C. 


“BUFFALO” BELTED 
VENT FANS 


Here are light, compact, easily installed 
ventilation fans. They are non-over 
loading, and can be installed indoors 
or outdoors. Capacities are from 500 
to 20,000 cfm at 14” s.p. WRITE FOR 
BULLETIN 3720. 


“BUFFALO” BREEZO FANS 
So simple to install and service, these 
fans appeal to economy-minded firms! 
Of heavy-duty construction throughout, 
they have rigid die-stamped panel, arms 
and blades. Available in 6 sizes, 8” to 
24”. WRITE FOR BULLETIN 3222-F 


* Fivst For 


BUFFALO COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
Canadian Blower & Forge Co., Led. Kitchener, Ont. 
Sales Representatives in All Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS Lt BREEZO FANS ‘NV’ BREEZO FANS 
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News Notes from NAED 


(Continued from page 93) 








ciation project since it is felt that he 
is most qualified for the task. 
Assisting Mr. Nichols is a special 
committee of distributor members and 
their accountants. The final results of 
the study will be available to members 
around the second half of this year 


APPOINT ARMED FORCES 
BLOOD BANK COMMITTEE 


This committee, established to aid 
the Defense Department in its current 
Blood Donor Program, has as its chair- 
man, R. M 


Electric Co., 


Johannesen, Johannesen 
Greensboro, and vice 
president of NAED and chairman of 
its Apparatus and Supply Division. 
Assisting Mr. Johannesen are Francis 
E. Stern, Stern and Co., Hartford, and 
Titus B. Schmid, Crescent Electric 
Supply Co., Dubuque, both of whom 
are now serving on NAED's Execu- 
tive Committee 

The first meeting of this committee 
will be held around the middle of 
February at which time it will formu- 
late its final plans to secure the sup- 
port of the Defense Department pro- 
gram by association members at the 
local level 

Already the entire membership has 
been alerted to the urgency of the 
program by a letter and special kit of 
material furnished by the Defense De- 
partment. In addition, notification of 
NAED action in supporting it has 
been sent to electrical leagues and 
associations throughout the entire 
country 

Through the work of this commit- 
tee and the active support by associa- 


NAED will make 
contribution to our 


tion members, 
another valuable 
government and to the important de- 


fense program 





is Aluminum the Answer? 
(Continued from page 67) 





breaking compound. Copper connec- 
tions should be heavily tinned. 
Current development trends in en- 
closed bus systems, however, are to- 
ward plating the bus during manufac- 
ture to eliminate oxide and corrosion 
conditions at assembly and _installa- 
tion. The entire bus, or the areas used 
for connection, and contacts are tinned 


Ome <Ouvie  <Ouuve <= 


or silvered. Other than reasonable care 


ARRO EXPANSION BOLT CO. @ Marion, Ohio 
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to prevent gross damage to the plated 
surfaces, such systems should involve 
no installation problems different from 
copper bus 

e Tinning Expensive—Why anor 
un all aluminum conductors and tor 
get oxide, corrosion and special joint 
ind terminal techinques? The answer 
at this time appears to be largely eco 
nomic. The process machinery is ex 
pensive. It would add substantially to 
the cost of the wire or cable. If joint 
and terminal techniques on plain 
aluminum could be simple, permanent 
and foolproof, the added cost of coat 
ing the conductor might not be worth 
while 

In most of the work with electrical 
aluminum, the principal effort has 
been coward developing installation 
techinques to suit the characteristics 
of the metal. The above question ts 
the other side of the coin, that is, how 
t adapt the metal to the peculiar re 
quirements of the electrical industry 

Ir may well be a more widely a 
ceptable line of development than the 
course which has been taken up to 
this time 

e Aluminum In Apparatus 
Manufacturers have been working on 
the substitution of aluminum for cop- 
per in many types of electrical appara 
tus. The problems here are those of 
electrical design and physical charac 
teristics. Jointing and terminal prob 
lems are less important. For one thing 
aluminum welds well. And in produc 
tion-lineé manufacturing, joints and 
terminals can be applied by closely 
contrulled mechanical methods which 
do not rely on individual skills 

Larger conductor cross-section per 
ampere requires larger winding slots 
changes in core design and generally 
1 larger product, whether a motor or 
a transformer, for the equivalent rat 
ing in copper windings. Development 
costs, where precise characteristics 
must be mentioned, are very high 

e Prospects—The following list is 
this reporter's appraisal—on the basis 
ot many conferences with contractors 
manufacturers and development eng 
neers—of the probability of satisfa 
tory use of aluminum conductors in 
various applications 

Good” indicates that experience is 
favorable and satisfactory installation 
techniques are available or in prospect 
“Fair” indicates that the use of alumi 
num is feasible, but that there are ad 
verse design, techincal or economic 
factors Poor indicates that satis- 


ubsticution is unlikely. Tin 
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BERNS AIR KING 


SURE SIGNS OF BIG SUMMER 

BUSINESS! The new improved BERNS AIR 

KING products designed to start a sales 

heat wave. Ev is built for extra ets 


for greater value. More big reasons 
line 


why the <0 

complete BERNS AIR KI is \\ v { 

assurance of profitable selling santo. ma 42 n'52" 
ge tor you i\ 


RIcALly 
Bit 


Erect 


20” PORTABLE 
WINDOW VENTILATOR 


BERNS MANUFACTURING CORP. 


2060 MORTH ROCKWELL STREET, CHICAGO 16, tLLtNors 
eee 








HERE’S A COUPLE OF 


ales idea 


holesalers 


SELF-SELLER FOR YOUR SHOWROOMS 


and for your larger customers. 
This sales-promoting selection in- 
cludes 21 assorted push buttons 
on a sturdy 3/16” thick display 
panel with easel for standing, 
eyelets for hanging. Colorful, eye- 
catching white, orange and brown. 


Senior Display Deal 
No. 58—Actual Size: 
22%" x 18%" 


Working Stock — 37 assorted 
pieces in individual printed boxes 
shipped with display. Gross wt. 
7 tb. 6 oz 


SELF-SELLER FOR STORES 


Trine push button profit deal— 
10 best-selling styles seen at a 
glance! Introductory working 
stock of 15 assorted boxed ynits 
packed with display. Complete 
ne assortment, 25 pieces. 


Sets up in 7 

only 12” : . DOUBLE YOUR PROFITS! 
. 2 Push two displays—one for 

windows, one for counters. 


25 
Junior Display Deal 
Get all the details today! Write for catalog sheets and samples. 


Fgliae, Manufacturing Corp., 
New York 61, N. Y. 


Y 








ned or otherwise coated conductors 
would probably upgrade each cate- 
gory at least one step. 


Probable Outlook 


for Aluminum Conductor 


E.C. Grade 

Feeder Busbar Good 
Plug-in Bus Fair 
Building Wire Conduit 

C.M. Sizes Good 

0000-6 Fair 

8-14 Poor 
Cable, House Wiring Poor 
Cable (A.C.-N.M.S Poor 
Open Wiring Fair 
Portable Cords, Large Fair 
Portable Cords, Small Poor 
H.V. Cables Good 
Signal Wiring Poor 


e Contractors Queried—From a 
recent questionnaire, out of 697 re 
sponses to the question, Have you 
used insulated aluminum wire or 
cable?” 170 contractors, or 24.4 per 
cent, answered yes. Another question 
to those who answered in the affirma- 
tive attempted to bring out their 
views, “For what uses would you con- 
sider insulated aluminum conductor to 
be satisfactory? 

Out of a total of 102 written com 
ments in reply 

e 48 answered none or very limited 
use, or considered it satisfactory only 
for outside line construction 

e 27 answered large sizes only 

e 17 answered for general use un 
der conditions of installation 

e 10 answered in phrases which 
could not be classified in one of the 
above categories 

e Conclusions—On the basis of 
current reports the outlook for copper 
is dim, but might brighten with high- 
er prices. Aluminum is scarce, but 
much greater supplies are in prospect 
NPA is encouraging substitution of 
aluminum for copper against some 
resistance from copper producers 

The technology of aluminum con 
ductor installation is well advanced 
but not foolproof. It should be satis 
factory in larger conductor sizes on 
well-manned and competently super 
vised work. There is a_ substantial 
background of satisfactory field ex- 
perience 

Acceptance of aluminum conductors 
at the installation level is poor. From 

sample of contractors with alumi 
num experience, about half report 
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they do not believe it is satisfactory 
for interior wiring systems. About 
half the remainder found it satisfac- 
tory in larger sizes. Less than 20 per 
cent believe it is satisfactory for gen- 
eral use. 

Further field experience and engi- 
neering development should be en 
couraged. Possibility of “tinned” or 
coated aluminum conductor should be 
explored. More on-the-job field engi- 
neering studies with the cooperation 
of electrical contractors is highly de 
sirable. Aluminum conductors can be- 
come an accepted and satisfactory al 
ternate to copper in many wiring 
applications 





Convince ‘Em with Benefits 
(Continued from page 65) 








consumer.. Bill viewed them with par- 
donable pride and some doubt 

“What's the next step now?” he 
asked 

“Next, you should work out the ex- 
act words and phrases you're going to 
use in making your appeals. That will 
be the powerful, convincing part of 
your sales talk. Add prices and terms, 
delivery time, profit margins and pro- 
motional help and you'll have a com- 
plete presentation.’ 

“O.K., boss,” Bill replied. “I'm out 
of circulation for the rest of the day 
I'm not making any more calls until 
I can go to Maisel and other contrac 
tors and dealers and tell them, ‘Here's 
why you need the T.B.X. water heater 
to build your business. Here's why it’s 
salable. Here’s how you sell it. Let me 
show you.’ See you this evening, and 
your sales resistance better be strong 
because I'm going to work on you 

It would be a perfect post script to 
add that Bill went back and sold 
Maisel. He didn’t. Two days later, 
though, he sold an equally strong con- 
tractor-dealer. Those two days had 
been spent in trying out his sales talk, 
learning what parts were effective, 
what parts needed strengthening. | 
went along on all calls and afterwards 
we kicked each sale around to see how 
it could be improved. At the end, Bill 
had a presentation that contractors 
and dealers listened to because they 
couldn’t afford not to listen; they 
couldn't afford to ignore the money 
making opportunities that Bill dem 
onstrated so convincingly 

By the time I left him, his ratio of 
sales to calls was beginning to look 
healthy. But best of all was his con 
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sHawmur t-:& RENEWABLE 


LINKS COST AS LITTLE AS 
5¢ TO REPLACE 








Both Knife-Blode and 
Ferrule Types for 250 
ond 600 wolt circuits, 
from 046 600 Amps. 


UND.LAB.INSP. 


SHAWMUT 


Shawmut “t-d’”” Renewables have the best time 
delay characteristic of any renewable fuse. 
The t-d link gives maximum time delay in 
the higher current ranges where most needed. 
At the same time it gives maximum protection 
in the overload zone. On short circuit, operation 
is instantaneous along with a reduction in the 
rate of rise of recovery voltage. The notches of 
the t-d link blow one after the other with action 
like a 4-step rheostat. 


Simple, sturdy, dependable. Easy to install, 
take apart or renew. Precision-made with no 
welded or steel parts. Completely interchange- 
able links and parts. Large contact areas. 
Adequate two-way venting. 


All Shawmut t-d fuses are renewable. The com- 
plete fuses or renewal links for the knife-blade 
type are available for either 250v or 600v cir- 
cuits in sizes ranging from 70 to 600 Amps. In ferrule types, sizes 
for both complete fuses and renewal links range from 0 to 60 Amps. 


ORDER NOW OR SEND FOR SHAWMUT #3 BULLETIN 500 


tHe CHASE-SHAWMUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
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TOPS IN DESIGN 


atrobe 


PRODUCTS 


fidence and eagerness on the job be 
cause now he had a good set of cools 


to work with and knew how to use 
them 
It's all pretty simple, 


were 


he said tO 
me the last night we together 
as if he had just made a 


You 


se, you sell what it 


yreat Giscoy 


merchan- 
lo for 


ery really dont | 
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Sullivan's 
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consultant 


ased on 


sales tor 


“Latrobe” Floor Boxes and Wiring Specialties are 
designed to do their job easily and surely with no 


excess parts. This same compactness of desian 
makes for fast, easy installations. Sold thru 





No. 1 


10 


“Latrobe” 


Watertight 


1 -1% 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 


Dog” 
Insulator Support 
2 


Wholesalers. 


co 


“Bull Dog” 
Pipe or 
Conduit 
Hanger 


Fullman 
“LATROBE” PRODUCTS 


Supreme Quality 


Two Gang 
Adjustable 
Floor Box 


“4 
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, 
tion to heavy military production 1s 


nearly over for some plants, the Penta 
gon reports. The period of tooling up 


research and development is giving 


1 


way to actual production of military 


items and components. For example 
err. . 
wire and cable have already hit peak 


estimated; military 


production, it is 
1 and power appliances 
duction by 
ter; and most radar 
pment will hit the 
this year 
for 


irrer cf | 


ons consumer 


goods for tl na q 
No. 140 NPA 
“Lotrobe” ng 
Adjustable 
Watertight QO0-4,000 
Box or 
NPA 


allocate 


sees production of TV sets reach 


700.000-2.000.000 and 3,700, 


100 radios during the first 
nis year 
ai kK! 
t will be possibie to 
proximately the 


1 


same 


amou rials to set man 


ufacturers for the last of the year 
ty 
TV 


} 
radios 


This would mean 


of about 3.500.000-4.000.000 


yreductien 
sets 
This 


1on 


ind 500.000-8.000.000 


000 telev 


approximately this amount ts 
NPA sees no like 


buying, but 


turned out in 19% 
lihood of scare admits that 


there is no wav of adjusting allocations 
during 


The 


inven 


t > na mM hu o 
“Bull Dog” Staples © seasonal consumer buying 


Packed in cartons, r] ] f ' 


re Ii f months of the 
kegs and barrels me 106 , 


year 


Ss tO put sets in 


trom 
] 


turers go not 


ng. which, past 


experience anutac rel 

sh 

¢ Allocations Differ 
first-quarter break 

illocations for vari- 

fourth 


with the 


first quarter 
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Non-current-carrying wiring devices 

steel, 138.525 tons, 163,951 tons 
copper, 1,858,000 pounds, 443,000 
pounds; aluminum, 1,681,000 pounds, 
1,566,000 pounds. 

Current-carrying wiring devices 
steel, 7,704 tons, 7,972 tons; copper 
26,491,000 pounds, 25,821,000 pounds 
aluminum, 3,792,000 pounds, 4,340 
000 pounds 

Low-voltage distribution equipmen 

steel, 17,930 tons, 20,573 tons; cop 
per 9.389.000 pounds 9 590.000 


58.000) pounds 


pounds: aluminum f 


912.000 pounds 

Fractional-horsepower motors 
steel, 64,483 tons, 63,055 tons; cop 
per, 16,518,000 pounds, 18,879,000 
pounds; aluminum, 4,775,000 pounds 


1 
( 


motors—steel 
copper, |! 
i 26.000 pounds 
luminum, 2,611,000) pounds 1,98 
000 pounds 
Fuses—streel, 187 tons, 190° tons 


copper ( unds, 3,362,000 


000 pounds, 48 


79 


ind 


lighting—sreel 


rt 
612 pounds; aluminum 


tons, 27 rons: Cc 


pounds, 829,000 poun 1s 


Copper allccations to copper 
mills in October amounted to 54,869 
cons. In November it was 55,500 tons 


and in December the allocation was 
57,400 tons 


Mortgage Money Plentiful 
For New Housing This Year 


NEW YORK—Plenty of money 
should be available for new housing 
according to Engi 


McGraw-Hill 


lc an associations Want higher nreres 
rates today than a year ago Most 


mortgages are going at four-and-a 
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Announcing THE GREAT NEW 


Sb 


PIPE & BOLT THREADING MACHINE 


Conduit Dies Available 


Built like a 
itateMatetdallatcicete)| 


Full of fast-selling features 


@ Range % " to 2” conduit or pipe; \ "’ to 2” bolts. 

@ Cutting, threading and reaming tools operate 
independently and right up to chuck, swing 
up out of way when not in use. 

@ New RIGAID quick-opening quadritype, 
dualtype and monotype die heads save time 
and work. 

@ Concealed oil system, reversible pump, no 
priming. 

@ More than 20 other efficiency improvements— 
write for complete profit story on this new 


Rie 500”. 
THE RIDGE TOOL CO. @ ELYRIA, OHIO 











HEAT DISSIPATING 


BRASS FINS, assembled at both ends of the fibre bar, 
Myc. only support the bar securely, but, also, conduct away 
excess beat, This unique MONARCH design gives you 
so distinct advantages . . . cooler fuses and longer fuse 
le! Other MONARCH features which assure true align- 
tight links and firm contacts, are further reasons for 

CH’S safe pensagsion and long economical life! 


y, tesiaring on 2 MONARCH Renewable FUSES you 
y with o troublesome under 


A complete line of knife “blade pon ferrule 


fuses for industry, construction 
and replacement. 


j uaYelat 14 4a) n( 


oewewabue 
Fuses 


116 E. First Street Jamestown, N. Y. 


CALENDAR OF EVENTS 


Industrial-Commercial Sales Conf. 
Missouri Valley Electric Assn 
Hotel President 
Kansas City, Mo., Feb. 19 


Pennsylvania Electric Assn. 
Winter Meeting, Relay Committee, 
Fort Stanwix Hote 


Johnstown, Pa., Fel 0 


Electrical Industry Convention 
North Central Electrical Industries 
St. Paul Hotel 


Minneapolis, Fel i 


National Electrical Manufacturers Assn. 
Section Meeting 
Edgewater Beach Hotel 
Chicago, March 10-13 


National Rural Electric Cooperative 
Assn. 

Annual Meeting 
Hilton Hotel 

March 10-13 


Conrad 
Chicago, 


Rocky Mountain Electrical League 


Spring Conference 
Shirley Savoy Hotel 


Denver, April 20 


National Industrial Service Assn. 
Annual Convention 
Conrad Hilton H. tel 
Chicago, ii ril 20 


International Lighting Exposition 
Cleveland Municipal Auditorium 


Cleveland, May 6 


National Assn. of Electrical Distributors 
Annual ( 
Atlantic City 


Illuminating Engineering Society 
National Technical Conference 
Beach Hotel 


Chicag Sept. 8-13 


Edgewater 





half per cent, some at five per cent. 

Lenders also are more conservative 
about how much of a dwelling’s value 
a mortgage can cover. Federal savings 


banks, for instance, are allowed to 


cover up to 80 per cent with a mort- 
gage. Now a lot of them restrict cov- 


erage to 60-65 per cent or less 


Lake Michigan Club To Meet 
Oct. 1-2 at French Lick, Ind. 
CHICAGO—Dates for the annual 
meeting of the Lake Michigan Club 
ive been switched from October 2-3 
to October 1 
J. McGivern, managing director 


it has been announced 
1¢ Chicago Electrical Wholesalers 
Assn. The meeting will be 
usual at French Lick, Indiana 


held as 


The change in dates was made nec- 
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NEW CHAIRMAN of the board of 
directors of Graybar Electric Co. is 
A. H. Nicoll (top photo), who since 
1942 has been Graybar president 
Others recently elected to the board 
are F. E. Gibson (above right), Gray 
bar treasurer, and L. G. Fields ‘at 

left Richmond district manager 

Nicoll, who joined Graybar as a sales 
record clerk in San Francisco, retains 
the position of president. Mr. Gibson 
has been treasurer since last October 
Before that, he served as district credit 
manager at Chicago. Mr. Fields, wh 
joined the company as a warehouse 
man at Atlanta, has been district 


manager at Richmond since 1948 





essary because many of those attend 
ing the meeting at French Lick will 
also attend a National Assn. of Elec- 
trical Distributor’s meeting in San 
Francisco, beginning October 6. The 
change in dates makes it possible for 
wholesalers and manufacturers to at- 
tend both meetings. 


Copper Picture Expected 
To Improve Late This Year 

NEW YORK-—The U. S. copper 
supply picture “will begin to improve 
materially during the latter half of 
1952,” according to a recent prediction 
by Cornelius F. Kelley, Anaconda 
Copper Mining Co. chairman 

Mr. Kelley estimated that current 
U. S. mine production, including sec- 
ondary treated by primary refineries, 
is averaging approximately 90,000 tons 
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“Let me tell you why 


My Men Want 
BLACKHAWK 
Benders... 


LA 





PROOF that today’s 
No. 1 Bender Line 
offers bigger 
profits for you 











“MY MEN LOVE THAT REMOTE CONTROL! move around — ‘jockey’ the pipe with 
With the hydraulic pump and ram _ one hand sight along it if necessary 
separated by a flexible hose, a man can’... without stopping the pumping.” 


MORE AND MORE CONTRACTORS buy the equipment 
their men want. . . because a happy crew is a produc 
tive crew. Electricians say, “It's just plain handier 

And a Blackhawk Bender costs nothing extra. Works 
in any position 


on its side or upright — on table 


or floor on existing runs. Lets them cut costs on 


both rigid and thin-wall conduit 





AND YOU CAN HELP THEM MOTORIZE their hydrau 
lic equipment. Inexpensive P-182 portable electric 
pump provides fingertip control, cuts manual labor, 
triples output. Especially effective for repetitive 
bends or heavy pipe. Remember, too Blackhawk 
hydraulic units can be detached to lift machinery, 
pull pulleys or for other allied jobs. 








CLIP THIS COUPON 
AND MAIL TODAY! 


GET ALL THE FACTS! ‘tes | 


Your customers will go for BLACKHAWK MFG. CO. @ 
Blackhawk's amazing new hy- Dept. J-4422, Milwaukee |, Wis 
draulic Knock-out Punches, too. Please send me immediately WHOLE 4 
They're 60% faster! And Black- SALER information on your Electri- 
hawk’'s wholesaler policy on this aen's Speen 
standout line of Electrician's Name 
Equipment is just what you want. 

Firm 


BLACKHAWK ...” ... ... 


& 
f 
i 
HYDRAULIC Porte-Power EQUIPMENT flees moe com Gos Go oe es ee coe ell 


105 





MISS BURNDY IV, last of a long line 
»f Burndy Engineering Co. display 
trucks carrying the story of Burndy 
connectors and tooling to electrical 
people throughout the nation, has re 
tired. In the three years she was on 
the road, she covered 45,000 miles 





























1 


and 47 state: 

P&S-DESPARD 

PILOT, SWITCH & OUTLET et tae per month. With an estimated 35,000 

COMBINATION Bet. tons per month available from foreign 

Now, smarter-appearing than fa aie sources, Mr. Kelley estimated total 

ever with the new P&S UNI 

LINE® plate — easier to as- : 
semble with the new P&S Cam . 5 7 month 

strap. ie ma” A major increase in production will 





present supply ac 125,000 tons per 


come from Anaconda, via the Greater 
1e new Sulphide 


Butte Project and tl 
Plane at Chuquicamata, Chile, both of 


M A K F RS 0) F F | N F which will begin operations this spring 
Anaconda projects already under way 





or contemplated in the U.S. and abroad 
W R| N G f) a | C FS will further augment world supply by 
an additional 240,000 tons beginning 
n 1955-56. Monthly supply of copper 


mela 


ailable in the United States could 


MORE THAN 60 YEARS "e 


U.S production plus imports by 


1956, said Mr. Kelley 


0,000 tons monthly—including 


“a Power Rectifier Is Made 
es are designed With Non-Critical Metal 
SYRACUSE, N.Y.—A new power 


rectifier for television receivers, radios 


PRECISION MANUFACTURING 
‘to unusually 


SKILLFUL ASSEMBLY ard 9 dependability and military electronic equipment has 


been developed here by the General 


‘ ease of wiring. Electric Co. It employs germanium, a 


et i oi metal not critical in the mobilization 
THOROUGH TESTING fered the minimum effor 


Pilot production of the device has 
nys Clyde, N.Y 

production will be 

gin soor 
The unit operates on the junction 
principle and is designed to supply 

Sold Through Electrical Distributors 350 milliamperes at normal television 
For Complete Information Write Dept. W receiver plate voltages in a 55 degree 
centigrade ambient. It has a peak in 

verse voltage rating of 400 volts, with 


p A S S & § F Y M 0 UJ R, | N C. rectification efficiencies up to 98 per 


lir 


SYRACUSE 9, NEW YORK on; See Ss 6 ee Ge 
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NEMA Chief Says Sales 
In ‘52 To Taper Off Slightly 


NEW YORK—A prediction that 
total sales of electrical appliances, ma- | 
chinery and equipment in 1952 will 
taper off only slightly from the all-time 
sales peak of $12 billion set in 1951 
has been made by W. J. Donald, man 
aging director of the National Elec 
trical Manufacturers Assn., and A. ] 
Nesti, NEMA chief statistician 

Mr. Donald declared, however, that 
the electrical manufacturing industry, 
like all other industries, will produce 
in 1952 only those products that the 
mixed defense and non-defense econ 
omy will permit. Global defense plan 
ning and most government controls 
together with the high taxes necessary 
to finance both, will continue through 
1952, according to Mr. Donald 

The two NEMA officials reportec 
that total business in the industry 1: 
expected to continue at a high leve! 

but dislocations in the various 
branches of the industry will probably 
be greater than during last year 

“For strictly electrical products, 
said Mr. Donald, “1952 will be more 
like the latter part of 1951. During 
that period the effects of material 
shortages, increased defense produc 
tion, tightening of some governmental 
controls, loosening of other govern 
mental controls and new increases in 
Federal taxes of all kinds combined 
to create serious declines in those 
branches of the industry producing 
electrical appliances, illuminating 





* Md + C800 ae _ : 
YA 


HUCE RUBBER AND FABRIC joint 

between steam turbine and conden 

sor in Green’s Bayou Station of the 

Houston Lighting and Power Cc 

Houston, Texas, was recently installed SB 

by United States Rubber Co. The ex Pee ee Cotped 4 an een % 
pansion joint is 8 feet high, 2! feet I 

eats acd ie ee WESTERN INSULATED WIRE CO. 
pensates for different rates of expan LOS ANGELES 58. CALIFORNIA 

sion and contraction between turbine 

and condensor 
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equipment and electrical building 


equipment and supplies.” 

In 1951, according to Mr. Donald, 
the industry as a whole shipped a 
greater volume of electrical products 
than at any other time in its history, 
with total sales exceeding 1950, the 
previous peak, by 20 per cent. Sales 
reached a total volume of more than 
$12 billion. Even allowing for the 
factor of inflation, said Mr. Donald, 
this represents a considerable gain. 


Full Operation in New Plant 
Resumed by Spero Electric 

CLEVELAND—The Spero Electric 
Corp. is once again in full operation 
after a disastrous fire which complete- 
ly destroyed its plant and offices over 
a year ago, according to a company 
official. 

Limited manufacturing has been 
carried on during the past year in 
rented areas, and slowly increased in 
that time 

The new plant and offices have been 
constructed on the same site where 
the plant was formerly located at 18222 
Lanken Ave. The building, of fire 
proof, concrete construction, contains 
the latest concepts of modern plant 
layout. 

The firm, established in 1918, man- 
ufactures lighting equipment as well 
as various items used in electrical con- 
struction. All Spero products are dis- 
tributed nationally through electrical 
wholesalers. 


5 SIZES 


SPN ie a, 
* a3 


oe 


SAM FINGRUDT, chairman of the 
Electric Housewares Section of the 
National Assn. of Electrical Distribu- 
tors, examines photo cutout which was 
displayed in National Electrical Manu- 
facturers Assn. members’ booths at 
the Housewares Show, held recently 
in Chicago. Showing the cutout to 
COPPER TUBE AND PRODUCTS, Inc. Chairman Fingrudt is Marjorie Adams, 
the model for the cutout, who has 
5746 MARIEMONT AVE. ¢ CINCINNATI 27, OHIO been selected Miss Electric House- 


wares for 1952 


ELECTRICAL WHOLESALING—February, 1952 











COMBINATION birthday cake and 
ake in honor of the Noma Electric 
Corp.’s award for developing ‘‘the 
most outstanding item of the year 
is cut by Joseph H. Ward, executive 
vice president of Noma (left), and 
William G. Steltz, president of Sup 
plee-Biddle-Steltz Co., Philadelphia 
who observed his birthday. This award 
was given to Noma for its electronic 
talking miniature railroad station. 





Film Produced by NEMA 
To Promote Gift Campaign 


NEW YORK—A 72-frame color 
film strip has been released by the 
Electric Housewares Section of the 
National Electrical Manufacturers 
Assn. in connection with the section's 
conunuing gift Campaign 

The film, which tells about the elec- 
tric housewares gift campaign, will be 
used by local area committees to tell 
the story of the campaign. Copies of 
the film strip are available to distribu 
tors at $15 per copy. It may be ob- 
tained from the Electric Housewares 
Section, National Electrical Manufac 
turers Assn., 155 East 44th St, New 


York 17 


Danforth Co. in Pittsburgh 
Is Bought by Westinghouse 

PITTSBURGH A new firm, 
known as the Danforth Corp., has been 
organized heré by Westinghouse Elec- 
tric Corp. and has purchased the as- 
sets of the former Danforth Co., 6500 
Hamilton. Ave. Assets of the former 
organization »were acquired from the 
estate of the late I. W. Danforth. An 
asset not included in the purchase is 
the building itself ac 6500 Hamilton 
Ave, East Liberty, which the new cor- 
poration will lease from the 1. W. Dan- 
forth estate 

J. M. McKibbin, vice president in 
charge of consumer products for West- 
inghouse and a director of the new 
corporation, reported the new: firm 
will continue, as a Westinghouse sub- 
sidiary, to operate as an independent 
distributor as had the Danforth Co 

New president of the firm is Rob- 
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Can help your customers 
Win the Fight Against Shortages 





‘ee 


From the start, Great Western and LaMar Lag Fuses are designed 
to give better service. That means fewer 
and a definite saving of 


and built to last longer . . . 
fuses used over a given period of time . . 
copper and brass. Here are some superior Great Western and LaMar 
Lag construction features: 
@Rugged materials give better heat dissipation. PRO- 
LONGS FUSE LIFE. 


@Extra heavy fibre cases and supporting bars give better 
support to links. PROLONGS FUSE LIFE. 


@Both ends can be removed quickly and conveniently 
Makes cleaning easier. PROLONGS FUSE LIFE. 


Tell your customers about these features. Help them beat shortages 
by getting better and longer fuse service! For full. particulars, 
contact Our representative in your vicinity 


The BEST fuses money can buy 


GREAT WESTERN FUSE DIVISION 
Titeflex, int. J Frelinghuysen Ave., Newark 














bf An Cet Way i 


Use KEES adjustable OUTLET 
BOX HANGERS 


Yes, Kees adjustable outlet box hang 
ers are easier, and quicker, too! There's 
no need to notch the joist, for ‘offset’ 
Kees hangers may be fastened to higher 
or lower side of joist. Box may be ad 


justed to any position from close to ten 
inches out from joist 


Since 1874 


; 


— | 
Can be used tor mount 
img any type of box 
and fixture from dny 
type ceiling using any 
wiring 


Write Dept. EWH-3 for Free Catalog 


A Universal 
Box Hanger 


More easily installed than a bar hanger 
Fastens to joist with 3 nails. Bracket is 
heavy pressed steel ten inches long. Three 
inches wide at nailing end. Rigid and am 
ply strong. Lower edge is formed into tube 
on which the tixture-stud slides. Stud can 
be positioned exactly. Comes complete 
with fixture-stud and over-size noiched 
locknut. (Outlet box not furnished) 
Write for complete information 





F. D. KEES MFG. CO. 


BEATRICE 


Eoch DOOR-LITE supplied with 9 foot 
cord, and cap. Each unit is individually 
mounted on o sales compelling display 





NEBRASKA 


apr 





— 











cord. Writs jor Samples and Ltieratins 








a 


ert G. kckhardr, tormerly vice president 
and general manager of the Danforth 
Co. The treasurer is D. S. Ashcom, Jr., 
who served as secretary and treasurer 
of the old firm. C. W. Pomeroy, who 
is also secretary of Westinghouse, 1s 
secretary, and assistant secretary 1s 
Mahlon E. Lewis 

The board of directors includes John 
whe 


F. Myers, chairman is also pres 


ident of Westinghouse Electric Sup- 
ply Co., Charles E. Headlee, controller 
of Westinghouse; Mr. McKibbin and 
Mr. Eckhardt 

All personnel will continue with 
the new corporation and business will 


be carried on at the same location 


Critically Scarce Materials 
Taken in Chicago Robbery 


CHICAGO $10, 
000 worth of materials, mostly those 


Approximately 


regarded as critically scarce, were re 
cently stolen from the Columbia Wire 
and Supply Co., 2850 Park 
Road 

The materials stolen consisted main 
ly of 300 ohm line and RG8U cable 


Large quantities of less critical mer 


Irving 


chandise on hand were ignored in the 


rm bbe ry 


Millions of Steel 


JIFFY GLIPS 


Serving the Electrical Industry 


Specify 
MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 
Expert design, choice 
meteriels end cos- 
trolled menefectere 
have built ‘tep-service 
end lenges? life” iste 


Send for new litercture and prices. 


MINERALLAC ELECTRIC COMPANY 
25 Werth Peoria Street — Chicage 7, Wineis 


MINERALLAC 
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Former Graybar Executive 
Commended by Newspaper 

ESSEX, CONN.—Elbert A. Haw 
kins, of this place, a former vice presi- 
dent in charge of sales of Graybar 


Electric Co. until his retirement several! = } 1. “FLOATING ele (i 


years ago, was recently named “man of 


the year” of the lower Conecticut f i ’ LAMPHOLDER! 


Valley by The New Eva, weekly news 





paper published in Deep River, Conn : | 
In a plaque presented to Mr. Haw ' > mt Acco lates Physical 
kins, he was commended for “dis : — 


‘ — : a J > 
tinguished public service.” The former Variations in Lamp — 
Graybar executive was instrumental in ' 4 ; 


starting a Community Chest here three ¥ Potent Applied for Assures Positive Contact— 
years ago. One of the first small town | ' z | — 
~~ J Cat. Mo, CL-150 for 150- Eliminates Breakage 


chest-type organizations in New Eng 


wart lamps 
land, the idea has now spread cto other Cat. No. CLO-35 for 300 . 

7 " . and $00-watr ented Gane Floating socket moves for- 
communities in the area 


—_ ward or side to side in an 
Correction eccentric plane to compen- 


Aluminum alloy. Completely << . ° 
wired. Heatproof, weather- sate for variations in size 
proof gasket. Removable re- _ . 

W hole saling it was incorrectly reported taining ring for easy socket and shape of lamps, sockets 
had replacement 
ad 


In the December issue of Electrical 


that Raybro Electric Supplies, Inc and castings. Insures tight 


appointed R. L. Pike Jacksonville, Fla +8 y seal and positive electrical 
branch manager, and that |. F. Russell Under All Conditions: contact. 

had been named Miami, Fla., brancl 

manayer. Mr. Pike was named Jack 


sonville branch supply sales manager 


or ye 
and Mr. Russell was named Miami f 1 f snort ECCENTRIC THE M. B. AUSTIN COMPANY 
Ld 


we 
branch merchandise manager ¥ tame Lam 


NORTHBROOK, ILLINOIS 


“EASY TO FISH” 


IMMEDIATE DELIVERIES 


on complete line of 


Hae «MASSEY ‘Old Reliable” 
TE) «= BAKELITE sity" 
lo} i) }«=©WALL PLATES 


More of this wall plate design is in use than 
any other style. The demand has always been 





big . . . and always will. Your greatest profit 
potential is in supplying MASSEY 


Advantages Galore 


Always uniform 

Match-up is easier 

Replacement business awaiting 

No extra stock to take on 

One inventory . just carry on 

One complete line from one source 
Catalog, styles, numbers, etc., remain the 
same 

Priced right to sell at big profits 
Up to 25% heavier 

Lower in cost 

Comply with Federal and REA specitico 
tions 


Send for catalog and prices today. 


ATLANTIC CONDUII =| A. H. MASSEY, Inc. 
FITTINGS CO. 300 lowgtieel Arey ran 


Single and Multi-gang Wall Plates ond 


BOSTON, MASS. Electric Wiring Devices — Since 1936 
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% One-Piece Construction People In The News 
* Wide Wire Range E. P. Altemeier has recently been 


appointed general merchandise man 


t | * Economically Priced ager for the electrical, housewares and 








® stove and heater divisions of Nesco, 
Sarge! Inc., Chicago. He was formerly general 


at (Sang) su. % manager of the firm's housewares divi 
 - —“ y r YL) ¥ sion 

a | a— Se George Beise has been elected 

YY “a chairman of the statistical and market 

research committee of the National 

Electrical Manufacturers’ Assn. He is 

£ : 4 at present head of the market research 

7a , eS Y department of the Crosley Division, 

Avco Manufacturing Corp., with head- 


BLAC BURN 71 » quarters in Cincinnati 
he Lrngyl ERS Lae F. Charles Ruling has been ap 
TERMINAL LUGS ; pointed manager of the Atlantic dis 

. Sf } . 

trict of General Electric Co.'s apparatus 
wy sales division and will be responsible 
for the sale of apparatus products 
Mr. Wholesaler: ta in Virginia, West Virginia, Maryland, 
Here’s a high quality lug in a low price range... Delaware, most of Pennsylvania and 
it's a good profit item too . . . and only 6 sizes cover a portions of New Jersey, North Caro- 
range from No. 14 to 1,000,000 CM. Send for samples and lina and Ohio. His headquarters will 


show them to your customers. be in Philadelphia. James J. Fitzgibbon 
has succeeded to Mr. Ruling’s former 


post as manager of the apparatus 
sales office in Washington, D .C. 


JASPER BLACKBURN CORP., 35 Madison St., St. Louis 6, Mo., CEntral 3007 








Prevent Costly Burnouts 


oe 
‘ ' and 


. Menlble bevle 
VAP-OIL-TITE in convenient lengths, on mart 


F 1! T T ‘ N G 5 metal spools for fast and profit- 

able “footage” business. . . well 
known to your trade as the choice 
of leading manufacturers ...also 
U-L approved Cord Sets that put 
an end to CORDelirium. 


Fouled contacts cause costly because a collar covers metal 
burnouts and down-time. Use edges making burring unneces- 
VAP-OIL-TITE FITTINGS sary. Furnished in numerous 
with Plastic Covered Flexible types with body sizes from 
Metallic Conduit for Sure Seal- 3" to 2”. Write or wire today For exacting uses requiring 
ing of wiring on oil, water,dust for bulletin #MT-104 giving soos fa enee to oll, 
and vapor tite equipment. types, sizes and prices. $30 cords ore sepplied with 

VAP-OIL-TITE’S exclusive Se ne Eoatats . . . Gale 
threaded bushing not only or 


insures positive grounding but SIMPLET ELECTRIC COMPANY CORNISH WIRE COMPANY i 


also makes fitting easier to install ; 
30 Church Street, New York. 7, N. ¥. 
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Joseph J. Gretter, Jr., has been 
named assistant service manager of 
National Electric Products Porp., Pitts 
burgh. A company employee since 
1949, Mr. Gretter’s headquarters will 
be in the Chamber of Commerce Build- 
ing, Pittsburgh 


The Edwin F. Guth Co., St. Louis 
has appointed the firm of Douty & 
Downie, Baltimore, as sales represent 
atives for the states of Maryland and 


Virginia, as well as for Washington, 
D.« 


T. H. Truslow, Jr., former sales 
manager of the consumer and technical 
products divisions of Corning Glass 
Works, Corning, N.Y., has been ap- 
pointed general manager of Corning’s 
new products division. John Carter, 
former new products division manager, 
has been named general manager of the 
consumer products division. The move 
re-establishes the consumer products di 
vision as a separate division of the 
company 


Fred L. Nonnenmacher has been 
named manager of Chicago district 
sales by the American Steel & Wire Co 
He succeeds E. A. Murray, who has re- 
tired. Taking Mr. Nonnenmacher's 
place as manager of manufacturers 


SHERCO 
STANDARD BAR HANGERS 


. 
Niigelte Lali 


Shallow 


Deep 


Easy Sliding Fixture Stud with machined 
threads—1 ond 24° lengths. Easy to 


install. 
GET FOLDER ON THE 
JIFFY LINE OF LABOR SAVERS 
Adjustable Bar Hangars Fish Tape 
Porcelain Connectors 
Staples Saw Attachment 
i St Stick 
| og Sashenent Wire " Lubricant 
‘ Clamps Snap-in Clamps 
Conduit Bender Solder Dipper 


Gye int 


C 
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JACKSON 


REFLECTORS 


Solve Lighting Problems 
for Industrial Plants 


You have the solution to every industrial 
lighting problem with the JACKSON line 
of Industrial Reflectors. Quality and Prompt 
Service make every installation poy . - - 
a reliable and profitable line for the 
Wholesaler! 


Manufacturers of 
Reflectors e Yardlights 
Vaporproof Units 
Weatherproof Sockets vs 
a ¥ me 
nly thru 
“Suauies SEND 


FOR 
, CATALOG 


. 
be + 
nee” 


JACKSON ELECTRICAL COMPANY 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


Faster Installation! 
: Nail holes in box sides pro- 
Naiis to Studding vide fast, easy installation. 
Evenly, Accurately, Saves money by eliminating 
in a Matter bracket. Nail heads driven in 


tight—box is never out of line. 
of Seconds... perfect Alignment! 


3 nubs facing outward on 
each side of box prevent box 
from tilting. First nub is 7/g” 
from front of box to permit 
adjustment for wallboard or 
plaster. 








A NEW ELECTRICAL MARKET 
with FARMERS 


The rural electrical dealer is being looked 
to for advice on the electrical modifica- 


tions needed for new crop drying equip 


ment. This past short, wet growing season 


torced farmers to investigate drying of 
their crops or take a loss on the market 
The 


answer these questions profitably 


pémenicau ALL-CROP DRYER 


including air drying tans 
h.p. motors, with 
All-Crop Dryer is 


price rural electrical dealer can 


is the basic unit of a complete line of crop drying equipment 
and dryers with heat. There are six sizes, ranging from 3 hp. to 15 
output from 780,000 to 2,600,000 BTU's per hour. The American 
fully equipped with automatic safety and temperature controls 


this high electrical load requires local service. the rural! electrical dealer is the one to 


pertorm if 


Write, wire or phone for complete information on this proven farm market 


émenuicad CROP DRYING EQUIP. CO. 


Crystal Lake, Illinois 


Use the Js\\ | 


TO HANDLE ANY MATERIAL 
DISPENSED FROM A REEL 


guichly, easily and safely! 


AUSTIN 
No. 600 
REEL 
ROLLER 


MARIMUM 
CAPACITY: 4000 LBS 
WEIGHT, 75 185. EACH 


OUTSTANDING ADVANTAGES: 


4 Ramp makes loading fast and easy 

2 Five adjustable slots take various ree! diameters 

3 Thumb screw locks front roller for reel removal 

4 Single unit takes reels up to 30° wide 

S Bolt two units together for reels up to 64° wide 

© Higher back roller prevents reel from coming off 
roller when material is dispensed 

7 Reel rolls on greese packed flanged ball bearings 

8S Bright orange finish makes ree! readily visible 
helps to eliminate accidents 

@ Use on the job. truck. or in warehouse 


The TH G Austin Company 


NORTHBROOK Ii LINOIS 


114 





| 
| 
| 


products sales department in Chicage 
is S. W. f500denough, while R. H 
Hauger succeeds Mr. Goodenough as 
of manufacturers 


assistant manager 


products sales 


Carroll B. Dick, works manager of 
Westinghouse Electric's appliance di- 
vision plant in Springfield, Mass., has 
been named Springfield's “man of the 
Post 26, Jewish War Veterans 
awarded Mr. Dick 1951 Harry 
Brown Citizens Award for being “most 
outstanding in his unselfish devotion 


year 
the 


and service to Greater Springfield and 


its citizens.” 


Pierre F. Marshall has resigned as 
advertising and sales promotion man 
ager of Appleton Electric Co., Chicago 
Although no immediate replacement 
is planned, Kenneth R. Henkel will 
head the firm's catalog operation. Mr 
Marshall has joined Cruttenden & Eger, 
Chicago advertising agency 


Frank T. Barmore has been ap- 
pointed sales development manager of 
the Universal vacuum sales division by 
Landers, Frary & Clark, New Britain 
Conn. More recently he was assistant 


sales manager of the firm’s electric 


range division 


ELECTRIC SOLDERING TOOLS 


TIP 
PLUG 


All ports 
replace- 
able by 
simply 

removing 
4 screws. 


V4” Tip Dio 
39” Tip Dio 
344” Tip Dio 
4” Tip Dia 
59” Tip Dic 
%" Tip Dio 


VULCAN ELECTRIC CO 
panvers © mass. 
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NEWLY APPOINTED to the head pp @ DEPENDABLE 


quarters staff of the National Assn 

of Electrical Distributors, Paul W ae EFFICIENT 
Mangan will handle all hotel arrange 

ments for the association in connection e PERMANENT 
with its conventions, area meetings 

and committee meetings. Mr. Mangan 


. 1SL 
was formerly director of sales for the Solderless Type 
Hotel Ambassador, Atlantic City 





Two styles of Ground Clamps and 
William A. Kilmer is the new three styles of Ground Straps 
radio-television sales manager tor provide @ superior quality Sher- 


} : : Fitting f —— 
Westinghouse Electric Supply Co. in man Guend Piting fr ony ~~ 


rounding need Pa 
the Chicago area. He was sales man . ° ae .. 
ager for Hallicrafters Co. in Chicago Ne. 101 


Light Type 
prior co this appointment ; 


No. I 
Soldering Type 


~ . ct 
H. S. Perkins has been made gen- NN TTLE CREEK, MICH, 


ELECTRICAL FITTINGS 
FOR WIRE and CABLE 


eral sales manager of The Silex Co 
Hartford, Conn. Mr. Perkins was pro 
motion manager and Washington rep 
resentative until he joined Silex for 
Landers, Frary & Clark, New Britain 
Conn 





W. W. Deal has been named man 
ager of the New York district sales 
othce of the American Steel & Wire 
Division of U.S. Steel Co. He formerly 
held a similar post in the division's 
Philadelphia district sales office. L. I 
Anderson, assistant manager of sales at 





Open beck models designed for 
simple brecket mounting on strap 
Philadelphia, was elevated to manager or chassis 


of sales there. R. W. Drake, manager 
of sales at Wilkes-Barre, has been trans 
ferred to Philadelphia as assistant man- 
ager of sales 





>) > @. By the ORIGINATORS of UNDERDOME Bells 

- L U X “Slow stroke” action plus poutenges vibration of 

bell shell results in a greater sound carrying power 

od beck with and clear, distinctive tone greatly superior to the 

FOR pee beg ts Aan a ne buzzer-like action of ordinary bells. Only one —_ 
” ing part (the plunger) minimizes wear. Polariz 

S Oo DE R ING bacon oti . No contacts to spark, arc, stick or wear. 2//,” 

or 3” diameters, for operation on standard A.C. 

voltages; with adapter plate for mounting on 

B R A Z 1'N G standard outlet boxes. Also available in a variety 

of mounting arrangements and finishes for use as 

W E L D | N G components on original equipment. Write for 

literature MB. 3 


Sold through Electrical Wholesalers 








LB. ALLENCO.,INC. | |Z a 
6701 Bryn Mowr Ave. “ vw - 


Chicago 31, U. S.A. Enclosed beck with termina! bieck Py = I GN TN | 


fer screw connections. 
> 


SIGNALS 
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QUICK REASONS WHY ASSOCIATION NEWS 


M2 PITTSBURGH—Bernard D. Levaur, 

CON w HEX-Nnur WATERY vice president of Pittsburgh Reflector 

NECTORS FOR IGHT Co., has been named president of the 
ENTRANC Mecerl ! Wonka FF 

At Rae TA E CABLE Electric League of Western Pennsyl- 

ME SAVERS/ vania for 1952, according to an an- 

od 


nouncement from League Manager H 


TAPERED BUSHING, made of durable H. Johns, Jr. Other officers elected are 
rubber, grips cable with an equal Dux - Seal Com- W. T. Thayer, vice president; R. W 
Pressure on all sides. Pulls up pound forms a . 

quickly, evenly, without waste mo- 
tion. 

GRIPPING PROJECTIONS save time in 
installation. Prevent distortion of 
bushing. Give extra-tight grip that 
means longer lasting protection. 


QUICK-TIGHT SEAL with hex-nut and 

Dux-seal compound assures a fast, P 
durable seal with full watertight COMPOUND 
features.’ 3 


nm 
WRITE for full details and latest Catalog of 
the complete M & W line of quality fittings. 


AS) ee Flues Seinen ©, Some 


PRITAM GROOM cles secerany and W. P. Shreve 


-asurer Levaur is chairman of 
EAST PALESTINE, OHIO treasur 
the industrial and commercial light 





long-lasting bond 
for watertight 
protection. 





ing equipment section of the National 
Electrical Manufacturers Assn. He 
served as vice president of the Electric 
League for the past year. Five league 
directors were re-elected to the board 
for three-year terms, and three new 
directors were also named. They are 
W. C. Gloekler, J. J. Ferry, D. B. Wil 
liams, Bruce Fleming, J. W. Ousler 
George Provost, Jr., R. G. Frame and 
A. J. Vecchiola 


These fixtures are molded of Non- } OMAHA—The Nebraska-lowa Elec 
Corrosive and Non-Staining Bakelite. ‘ = trical Council will shortly make avail- 
Thus they prevent the unsightly staining - , able to its members a directory of 
of the paint so often evident with the “i member distributors listing by brand 
conventional metal fixtures. name all the electrical appliances each 

On the sea coast where salt laden 





atmospheres rapidly destroy metal 


fixtures, UNION’'S Non-Metallic fixtures REPRESENTATIVES WANTED 


ore unsurpassed. 


No. 169 is also Dust and Select Protected Territories Open 


Bug Proof, thereby elimi- , 
Versatile line of commercial and 


See oe chore of globe residential fluorescent lighting fix- 
i an deaning. tures. Both pin-up and contractor 
Se installed. Non-competitive to most 


nating the constant 


eo 


s> 
ca 
CY lighting lines. Must call on electrical 
» wholesalers. 


NO. 169 


WINFIELD METAL PRODUCTS CORP. 
2421 W. Roosevelt Rd. 


UR ited, Ma FL Waa, ice eer Chicago 8, III. 


PARKERSBURG, WEST VIRGINIA 
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equipment 
you can 
rely on 


A 


a4 


Yee bed 


} 


~ 


Talk to any old-timer on the job 
and he'll tell you Klein equipment 
is his choice for comfort—for safety 
—for service. Look for the famil- 
iar Klein trade-mark on pliers, 
safety straps and belts, climbers, 
grips and wrenches. Klein has 
been serving the electrical industry 
“Since 1857.” 
ASK YOUR SUPPLIER 


Foreign Distributor: International Standard 
Electric Corp., New York 


—_ Write for your 
free copy of 


, the Klein 
y Pocket Tool 


wes KLEINE 


3200 BELMONT AVE CHICAGO 18, ILL 
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carries. It will cover only electrical ap 
pliances. In addition to the names and 
addresses of distributors, it will list 
the appliances alphabetically and then 
the brand names and the distributors 
handling the brand 


CHICAGO—]J. B 


here of 


Holston, branch 
manager Wagner 
Corp., and Phillip Pawl, group mer 


Electric 
chandise manager of appliances and 
television for Sears, Roebuck & Co 
have been appointed co-chairmen of 
the Electric Assn.’s 1952 membership 
committee, according to Harry Alter 
of Harry Alter Co., Inc., 
the association. They will direct a 


president of 


special membership drive to interest 
more manufacturers, distributors 
wholesalers, contractors and retailers 
in participating in the group’s promo 
tional and educational activities 


SALT LAKE CITY—In cooperation 
with the Chamber of Commerce and 
the Salt Lake City Board of Education 
the Intermountain Electrical Assn. is 
undertaking the sponsorship of 
course for sales managers, entitled “Su 
pervisory Problems in Human Rela 
tions.” The course gives special atten 
tion to such supervisory problems as 
building good human relations with 
employees and developing initiative in 
workers. Cost of the course, which will 
include six sessions, is $2, and it is 
being conducted at the Utah Power & 
Light Co.'s conference room here 
Members of the IEA who are serving 
on the education committee engineer 
ing details for the course are Ken 
Brady, chairman; Dean Jenks, repre 
senting manufacturers; Clarence Gil 
ner and Tom Valle, representing re 
tailers; George Earl, representing util 
ities; and Dee Erickson, representing 
wholesalers 














1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 


HERE IS AN EASY 
SOLUTION 
For Good 

AISLE LIGHTING 


The 


AVAILABLE 
WITH THESE VARIOUS 
MOUNTING FITTINGS 


90° BRACKET 
MOUNTING 


4 OUTLET 
BOX 
MOUNTING 


FEED 
THROUGH 
MOUNTING 


PULL CHAIN 
SOCKETS 
FOR ALL TYPES 
OF MOUNTINGS 


—Y 


MULTI 


ELECTRIC MFG., Inc. 
4223 W. LAKE ST. CHICAGO 

















Whether It’s 
dollar — 
or servic 


e va 


(U) 


UNIVERSAL 


PORCELAIN 
INSULATORS 


Fit all your customers needs 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 


% 











UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 


MORE FACTS 


glue Koma celia se 


Capacitors—Recently released Cor- 


nci-VWubdilicr bicceric Corp O-paxe 


catalog gives complete information of 


service replacement capacitors. Eight 


new capacitor the 


types 


the first 


appear in 


service catalog for time. In 


iexing and listings in the catalog have 


nd more illustrations 


ire used, making it quicker and easier 
to identify products. Free copies of the 
catalog, 200C, may be obtained from 
Cornell-Dubilier Electric Corp., Job 


ber Division, South Plainfield, N. J 


veer tion? ELECTRICAL WHOLESALING 


Recently 
of ventilat 
belr-driven 


Fans and Blowers issued 
catak 
ng fans, air 


fans, floor 


g lists a wide range 
circulators, 
and window fans 


Also list 


h fans, pressure 


exnaust 
tor home, office or industry 
ed are paint spray boot 
blowers in ind ca- 


d volume types 


pacities for most industrial applica 
tions. Illustrated, 24-page 

which also lists specifications, is avail 
ible by writing Standard Electric Mtg 


( West Berlin, N. J 


When writing ELECTRICAL WHOLESALING 


Mercury Lamp — De 
tailed information on fluorescent mer 


catalog, 


Fluorescent 


cury lamp is now available in a new 
four-page booklet. In addition to a 
description of the lamp, the new book 
let provides 
where the lamp is best applied. Com 
with light from other lamp 


parisons 








HARRY J. KAHN 
ELECTRIC SALES CO. 


564 W. ADAMS STREET 
Chicago 6, Iilinois 


A Sales Organization 
Representing Electrical 


Manufacturers 


© 5 SALESMEN COVERING 
MIDWEST AREA 


© WAREHOUSE FACILITIES 


recommendations as to, 











| TITCHENER REX 


CABLE STAPLES 


if... 
Bows 


‘Then 


your customers want stronger 
staples at right prices. . . 

you want satisfied buyers — 
steady repeat orders — liberal 
discounts . . 

send for samples, prices and dis- 
counts on Titchener’s TEMPERED 
Rex Cable Staples. All types and 
sizes. Write today 


E. H. TITCHENER & CO. 
#91 Clinton St. Binghamton, N.Y. 


Mfrs 
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sources, and complete ble 


nical and transformer 


writing W 
Electric Corp., Lamp Divis 
field, N. J 


are available by 


when riting ELECTRICAL WHOLESALING 


Illuminated Picture —-B 


Signed 


vie tian” ELECTRICAL WHOLESALING 


Motors— New eight-page ¢ 


nformat 


The catal 


mplete 


motors, ranging 
hp ( atak g 
writing Triad 
East Ohio St 


when writes ELECTRICAL WHOLESALING 


Connector 
nnect 
problem ts 
sheet—S 
Thoma 
Elizat 
a twe piece ‘ 


mpress 


ide for terminating 


auch Plate® 


stars 1, 4 Sockets 
. Weathet uit Fitings 


Cond {from oF 


e overes 
5 weve = normal produc 
1 


Let us come to your rescue 
We'll give you the best 
deal on surplus inventories of 
appliances (traffic), housewares 
wiring devices, wire and 
cable, lighting fixtures. 


Write or wire 


GOLDCRAFT CO. 


206 CHURCH ST., PHILA. 6, PA QO 
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s of t 
given. Copies of the booklet, A-6007 
B n 


You 
WITH PRIDE 


AND PROFIT 


WHEN IT’S 
CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


And who wouldn't? For Channellock 
pliers are the finest to be bought or sold 
Channellock pliers have been known for years 
as a highest quality tool made by Champion 
DeArment, long recognized as synonomous 
w th quality mm craftsmanship 

Check the features 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt. Self Cleaning—these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding 

When your customer relies on your judg 
ment you can recommend Channellock pliers 
proudly. Hand him Channellock and he'll buy 

And remernber, ONLY Champion DeAr- 
ment makes Channellock. Send for Catalog 
D-10 today. 


Longer Wearing 


tHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 

Channeliecs piers are listed in the 

fi Yellow Pages of mest Telephone 
i Owectories wader ‘‘Toois’’ 








~ SUPERSPOT”’ 


100,000 CANDLEPOWER 
FOR ONLY 300 WATTS 


Brilliant illumination for 
outdoor service. Single spots 
or clusters—with inter- 
changeable mounting acces- 
sories for wall, pipe or 42” 
conduit. Cast aluminum 
throughout. UL approved. 


Pa 


ZTE” | “CUSHION SEAL” 
) LAMP HOLDER 


For extra lamp life with any 
lamp in any weather. Pro- 
vides maximum lamp cooling 
and perfect weathersealing of 
all lamps—long or short— 
PAR-38 or R-40. Cast alu- 
minum throughout. 


ISLAND-AREA 
LIGHT 


Porcelain- 
enamel steel 
ity light with with built-in 

cast alumi- 
carry-all tool num bonnet 
tray for gen- for 1 to 5§ 
eral car shop lamp_ holders 
use — indoor ... Exclusive 


ROLLA-TRAY 
LIGHT 


A ‘‘pull- 
around” util- 


| clamped and 


or outdoor. 
Glazed heat- 
proof porce- 
lain socket 
for reflector 
floods or heat 
lamps. Cable 
included. 


design saves 
an hour's wir- 
ing time per 
unit. Avail- 
able in red, 
blue, cream, 
white, light 
and dark 
green. 


@ Write today for catalog and 
illuminating data, Stonco Electric 
Products Company, 485 Henry 





Street, Elizabeth, New Jersey. 





frequency circuits and for U.HLF. 
work. In place of the ground wire, a 
special terminal tongue may be used 
in a variety of shapes and bolt hole 
sizes and with these the cable may be 
grounded without a 
ground wire, according to the data 
sheet 


ntion ELECTRICAL WHOLESALING 


Lubricating Devices — Reference 
folder shows various types and sizes of 
lubricating devices and also sugges- 
tions for proper selection and applica- 
tion. Photos of actual installations are 
also shown. Folder also includes de- 
scriptions of renewable fuses, clamps 
for fuse clips and other electrical prod- 
ucts. Folder is free and may be ob- 
tained from Trico Fuse Mfg. Co., 2948 
N. Fifth St. Milwaukee 12. 


When writing ELECTRICAL WHOLESALING 


Plugs and Receptacles—A complete 
line of industrial plugs and receptacles 
for high cycle tools and other portable 
electrical equipment, as well as for use 
with detachable power, lighting, re- 
mote control, instrumentation, com- 
munication, sound and inter-vehicular 
circuits, is described in a new four- 
page, two-color bulletin issued by The 
Pyle-National Co. Safety features and 
the reversible and interchangeable con- 
tact units are fully described and il- 
lustrated. Typical circuit diagrams are 
also included in Bulletin 603, which is 
available by writing to The Pyle- 
National Co., 1334 North Kostner 
Ave., Chicago. 


veenention  » ELECTRICAL WHOLESALING 


mentic 


Well established manufacturers 
agent offering insured warehous- 
ing facilities and adequate and 
technically trained sales force, 
seeks a quality line capable of 
Territory: New 
York City metropolitan area and 
northern New Jersey. 


RA 3077, Electrical Wholesaling 


330 W. 42 St., New York 36, N.Y. 


large volume. 

















—ATTENTION MANUFACTURERS 











COST CUTTER FOR 


profit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 
timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes ‘‘on the 
job”’ bends in pipe and rigid conduit up 
to 4%", thin-wall conduit, tubing, bus- 
bars. The GREENLEE Hydraulic Bender 
is One-man-operated for fast, accurate, 
uniform bending. Easy to set up and shift 
from job to job.Owners report 

it often pays for itself on first pug 

few jobs. Talk abour the 

GREENLEE on every call, see 

how fast it builds good profit 

for you. Write today for free 

booklet E-201 


> 
GREENLEE 


Other fast sellers in the GREENLEE timesoving line: 
Hand Benders for Tubing * Hydraulic Pipe Pushers 
Knockout Tools * Electricians’ Auger Bits and Drills 
Joist Borers*RadioChassis Punches *and many others. 
Greenies Teo! Co.,184~ Columbie Ave., Rockford, III. 
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WRITE FOR 
CATALOG SLC 


KRUECER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 





UNEQUALLED 


Hh ft 

tp RA 

MM OY HEHE » ++ 
OKONITE and 
MANSON tapes 
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| index of Farm Photo Credits 





Pages 50-51 
General Electric Co 
Westinghouse Electric Corp 


Pages 52- 

Aerovent Fan & Equipment, Inc 

| Ilg Electric Ventilating Co 
| REA 
Hunter Fan & Ventilating Co 
American Crop-Drying Equipment Co 
| Electromode Corp 

The Smith-Gates Corp 
Westinghouse Electric Corp 


Pages 56-57 

International Harvester Co 
Westinghouse Electric Corp 
Heatube Corp 

| Lyon Rural Electric Co 

A. T. Ferrell & Co 

| Buckeye Incubator Co 
General Electric Co 

REA 

Ideal Wagon Unloader Co 
Hawkeye Steel Prod., Inc 
| Keen Mfg. Corp 


The Wyatt Mfg. Co 








WANTED 
Lighting Engineer 
Ambitious, self-starter, salesminded ; 
| interested in five figure income and 


| permanent position with excellent 
future. Must have 5 years or more 


details. Replies held in strict con- 
fidence. We are Manufacturers 
Agents with professional reputation 
and established volume on quality 
products. 

P 3173 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 


practical experience. Give complete || 








WANTED 
Field Sales Engineer 


with good general knowledge of 
Pole Line Hardware. Territory— 
Ohio, Western Pennsylvania, 
West Virginia. and Western 
Maryland and Western Virginia. 


Car required. 


SW-3101 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 














NEWenman 


INTERLOCKING DEVICES 


% RODALE 


Interlocking, fully interchange- 
able TurN-Tyte Cord Connectors, 
Caps and Receptacles are your 
answer to any wire-connection 
problem. They save you time, 
money and trouble EVERY 
TIME! 


2-WIRE ARMORED CORD 
CONNECTOR BODY 


Molded bakelite with armored 
base and cord clamp. Corrosion- 
resistant coating on bronze 
contacts. 

#2100 — 10-15 amps « £2200 — 20 amps 


2-WIRE ARMORED CAP 
WITH CORD CLAMP 


Bakelite with brass blades. 
221026 — 10-15 amps « 21226 — 20 omps 


a 
Alse Available: 3-Wire, Polorized and 
Grounded. 10-15 Amps and 20 Amps. 
IMMEDIATE DELIVERY! 


‘‘a TWIST of the WRIST and THEY’RE LOCKED!”’. 


a 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 


For information on how YOU 
can benefit from this profitable 
new TURN-TYTE line, write 
Dept. EW-10 today! 


“ RODALE 


MANUFACTURING CO., INC 
EMMAUS PENNSYLVANIA 








WITHOUT TALKING BACK 
TO CUSTOMERS 


Wheeler Sound Powered Tele- 
phones do a triple job of time-saving, 
work-speeding and good customer 
relations in Boston-area First Na- 
tional stores 

Specially adapted by Don Hankins 
of Flexifone Corporation to tie in with 
the store intercom and loudspeaker 
systems, Wheeler units permit Meat 
and Produce Managers to communi- 
cate with wrapping and supply de- 
partments without having noisy (and 
possibly “rough”) conversation car- 
ried back over loudspeakers to be 
heard by customers 

Many installations of Wheeler 
Sound Powered Telephones stress 
this important feature cf privacy. All 
stress economy, dependable opera- 
tion, complete freedom from main- 
tenance, no outside power source 
Write us for literature. 


WHEELER 


SOUND POWERED 
TELEPHONES 


COMMUNICATION 
EQUIPMENT 


MAGNET WIRE 


. 
cons 
. 
TRANSFORMERS 


™' WHEELER 
INSULATED WIRE CO., Inc. 
Division of the Sperry Corp 


1105 EAST AURORA ST. 
WATERBURY 20, CONN. 
IwHse 


ADVERTISERS’ INDEX 


Acme Electric Corp. 79 
Adam Electric Co., Frank 9 
All-Steel Equipment, Ine. 76 
Allen o., L. B. 115 


American Brass Co., The Ameri- 
ean Metal Hose Branch 


77 
American Crop Drying Equip- 
ment Co. 
Amplex Corp. 8 
Anaconda Wire & Cable Co. 36 
Appleton Electric Co. 32, 35 
Arro Expansion Bolt Co. 98 
Arrow-Hart & Hegeman Elec. Co., 
Nhe 72 
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EVERY TAPE PROBLEM 


TOUGHER, FASTER, NEATER 
FOR EVERY TYPE OF JOB! 


COUNTER DISPLAY 
FOR THE DEALER 
Contains 18 rolls, 


one-half inch wide 


CONVENIENT FIVE-PACK 
. 2 2 ) Ss 5 ” r . 
PACKED INDIVIDUALLY a ¢ ” ron » Wy" wide 
> I anc a8) aincr 
One 66-ft. roll, 34,” wide ae ee 
in single pocket-size metal 


can 


THE LARGEST SELLING TAPE 
IN THE WORLD — Because 


> resu > than fifty ye 
The result of more than y years © It will not dry out 


of manufacturing integrity . . . truly a oe oe Oe om 

/ rn nS > capes 
the perfect pedigreed tape . . . sold @ It exceeds all specifications 
in counter display cartons, indi- 


vidual boxes and ten-roll dispensers. 


Sold Only Through Recognized Wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





You are on your way to 


profitable 

sales when 
you get this 
fact over to 
your customers 


Many of today’s fuse users believe they 
are getting maximum protection from ordi- 
nary fuses and circuit-breakers. Except in 
rare cases, of course, this is not correct. 

The current Buss message to fuse users 
(briefed-up alongside) aims at clearing up 
this mistaken impression by calling atten- 
tion to Fusetron fuses and their com- 
pletely superior 10-point protection. 

Pointing out the vast differences be- 
tween Fusetron and ordinary fuses to 
fuse prospects could easily prove to be 
the means of clinching additional fuse 
orders. 

For a briefed up story on Fusetron 
10-point protection turn to the 


bulletin in your sales binder. 
BUSSMANN MFG. CO. 


ST. LOUIS 7, MO. 
DIVISION McGRAW ELECTRIC CO 
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ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 

BUSS FUSES FOR INSTALLATION 


{ / 


ew York ( i 


TRICAL SYSTEM 
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THROUGHOUT THE ENTIRE ELEC 





